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VOICE of the 


THE store where he bought them 
has passed on, like the bride he 
took the day he first wore them, 
but Isaac Avery Lawrence, 85, who 
lives near Catawba, N. C., is still 
wearing the shoes he bought for 
his wedding twenty-three years ago. 
And he says they haven’t even been 
resoled. 


Ce a 





THERE’S nary a kick in the squib 
about Eleanor Powell, dancer of 
stage, and screen, having 100 pairs 
of shoes—any more than there’s a 
kick in the information (which the 
press agent failed to send out) that 
the exponent has but one pair of 
feet. 

But there is a bit of mental im- 
pulse in the news that the lady of 
the 100 pairs of shoes hires an 
ordinary chorine to break in each 
pair; and pays the chorine so much 
(amount not divulged) for her ser- 
vices as a “shoe-breaker-inner.” 

Now is the Ne Plus Ultra store 
to add to the staff the “shoe-breaker- 
inner” at so much per week? Or 
will an automatic pavement poun- 
der or dancer serve the purpose? 
Or should the shoes be made and 
fitted so that they need no break- 


ing in—which is, taking things by 
and large—as it should be. 


FRANK E. BALLOU of Provi- 
dence, R. I., veteran shoe retailer, 
has been re-elected chairman of the 
Retail Trade Board by the board 
of directors. Ex-officio, through 
holding this post, Mr. Ballou be- 
comes second vice-president of the 
Providence Chamber of Commerce 
under which the retail board oper- 
ates. 

Mr. Ballou has served in this 
capacity for several terms, dis- 
charging his duties with his familiar 
progressiveness — which has won 


for him the praise of his business 


GREAT oaks from little acorns. 
. . . A few years ago, the young 
lady at R. H. Fyfe’s (Detroit, 
Mich.) hosiery counter rushed out 
of the store to help a woman pass- 
ing by, who was overloaded with 
bundles. The girl brought the 
woman into the store and had her 
purchases (perhaps bought at com- 
peting stores) sent home by Fyfe’s 
delivery service, out of pure courte- 
sy and helpfulness. 
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TRADE 


Recently, executives of I yfe’s 
looked over the family account that 
was brought to the store as a resull 
of this courtesy—and figures of an 
astonishing total are on the books 
for sales—just because somebody 
went out of their way to demon- 
strate the store’s idea of service. 


wercome BAC, 





ARTHUR G. LOYE, whose shoe 
store is on Santa Monica Boulevard 
in Hollywood, Calif., says: 

“Fruit growers in Southern Cali- 
fornia had to resort to smudge pots 
during the recent freeze in order to 
protect their investments. In our 
establishment we needed no busi- 
ness smudge pots in the way of sales 
or special inducements to attract 
people or to force stock reductions. 
And then we do not need smudge 
pots to keep away frosty business, 
as we have no frozen assets. No 
business which gets a good five 
times stock turn, year after year, 
can have any merchandise which 
is not salable. 

“Keeping an accurate customer rec- 
cord, as we do, proves to us that 
we are getting back old customers 
who have not been in the store for 








three to four years. At least two 
such old customers are returning 
each week—just as regular as clock 
work. You see, this store is one 
which does not buy shoes at a price 
or sell them at a price. We buy 
good shoes because they are worth 
the money, then service our patrons 
with these shoes, plus a reasonable 
net profit. 

“T, for one, welcome the advanc- 
ing prices, as I believe a general 
movement of this sort always re- 
acts favorably to the shoe retailer 
who is doing a worthwhile job. 
There are lots of us who are not 
selling shoes at a price. We are 
furnishing our community with the 
right kind and type of footwear. 
Price is the last consideration with 
us—so when the fellows who sell 
only price are obliged to get more 
money, their trade naturally drifts 
to the places where they are as- 
sured of a complete foot service.” 

* * * 
THE Spauldings of Rochester, 
N. H., are usually spoken of as 
makers of counters for shoes, but 
that’s only a bit of the story, for 
the Spauldings have been active 
in American industry for more than 
300 years—their occupations includ- 
ing farming, match-making, glue- 
making, counter-making, etc., for 








the industrial pursuits. In profes- 
sional pursuits, they have been 
ministers, doctors and bankers; and 
as is well known in New Hamp- 
shire, they have held high offices 
of political preferment like those 
of mayor, governor or other magis- 
trate. 

In industry, they are originators 
and developers—having a long list 
of patents on counters for shoes 
as presently manufactured by them; 
and in the family annals are records 
of patents on agricultural ma- 
chinery, friction matches, glue- 
making methods, etc. 

* * * 


MIAHLON N. HAINES, owner of 
a chain of shoe stores, operating 
throughout the East, at the annual 








—Herbert N. Lape, General Chair- 
man of the National Shoe Fair, is 
a presiding officer par excel- 
lence. 

—In his brilliant address of welcome 
at the Chicago: show, he demon- 
strated his right to succeed the 
late beloved and talented John 
McKeon as official toastmaster 
for the industry. 

—One of Mr. Lape’s pertinent 
statements was: "Let us always 
keep in mind that our employees 
are our associates in business." 

—And he might well have added: 


“and our customers as well." 


—For we have built up a mass 
producing and mass consuming 
philosephy in this country which 
makes it almost obligatory that 
we regard mass distribution of 
purchasing power as a definite 
essential to national prosperity. 


Zrct 6 Tt 


President 





meeting of store managers and 
executives of the Haines Shoe Com- 
pany distributed to all his em- 
ployees a bonus, ranging from one 
to twenty-seven dollars, according 
to their years of service. 

Mr. Haines announced at the 
meeting that all store managers 
selling more shoes in their stores 
in 1937, than in 1936, will receive 
a two per cent commission on the 
increase and that all head office 
executive and warehouse employees 
will receive two per cent commis- 
sion on the entire increase. Mr. 
Haines presented his head book- 
keeper, Roy B. Gilbert, with a lot 
in Yorkshire, city suburb: 


* * * 


GRATON & KNIGHT COMPANY 
of Boston, Mass., have in the New 
England Council booth, in North 
Station, a display of their leather 
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goods, including cut soles, heels 
and top lifts; and the script sets 
forth that Henry Graton and Joseph 
Knight began to make belting in 
Worcester for manufacturers of the 
city—in 185l1—which was when 
machines were coming into use and 
belting was needed. Now Graton 
& Knight are making belting for 
the world and employing 1200 per- 
sons. 
* * * 

A. G. POND of the Walk-Over 
Shoe Store in Jackson, Mich., 
tells us: 

“The shoe trade needs fair trade 
legislation that will restrict trad- 
ing to a local area. A merchant 
should not be allowed to come in 
with samples to a territory and 
sell in competition with established 
shops. The only man who should 
have that privilege is the legitimate 
wholesaler. 

“At Jackson, we stopped one 
dealer who tried this method, when 
he found that he had a county 
license fee of one hundred dollars 
for such traveling agents selling at 
retail. Such a merchant contributes 
nothing to the upkeep of the com- 
munity where he sells. He merely 
goes in and takes money out of the 
community—paying no taxes, as 
other local merchants do. 


100 aos 
+ a 
o 


“A local ordinance might meet 
this evil, or the license fee could be 
made high enough to discourage 
the practice. However, what we 
need is state-wide legislation to 
make a state uniform on such regu- 
lation; and this is a legitimate part 
of a fair trade act.” 

Mr. Pond’s statement is given ad- 
ditional authority by the fact that he 
is on the legislative committee of 
the state association, which is pre- 
paring a bill to be submitted to the 
iegislature this Spring. 

* * * 





DAVID M. Graham of Eugene, 
Ore., says that small displays of 
odd lots at all times of the year are 
the best means for keeping these 
shoes before the salespeople, as 
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well as the customers of the store. 
The selling price and the sizes left 
are plainly given on a tag tied to 
the shoes. This allows a customer 
to look through the close-outs—a 
procedure which in many instances 
means the selling of the shoes. 
These display racks are flanked 
with shoe polish. Considerable 
polish is sold by this close prox- 
imity to the close-out racks, for 
usually people who are interested 
in price goods shine their own 


shoes. 
* * * 


SIXTY-NINE years of age and 
still a driving force in business, 
keenly aware of the quick-changing 
tempos in both the commercial and 
social worlds of fashion. Amazing? 

“Bosh, that’s nothing to write 
about,” said Samuel Frank, presi- 
dent of Frank Brothers, Fifth Ave- 


nue shoe retailers. Here is a man 


unique in his field, in that he has 
achieved his goal, the building of 
a business that has a national repu- 
tation for quality and _ integrity, 
and yet is still striving to improve 


on that reputation. 

The: original Frank Shoe Store 
was established sixty-five years ago 
and became Frank Brothers when 


the three sons of the founder banded 
together to develop this promising 
venture. Samuel, the eldest son, 
soon became the guiding spirit of 
the growing organization. Due to 
his efforts, the daughters and 
granddaughters of his original cus- 
tomers also became Frank Brothers 
customers. 





Today, Frank Brothers is cen- 
tered in an eight-story building on 
Fifth Avenue, New York City. This 
building is divided into special shoe 
departments which simplify and 
ease the shopper’s quest. In addi- 
tion to this there is a Frank 
Brothers shop in Pittsburgh and 
Chicago and in various Summer 
and Winter resorts. Throughout 
the year-experienced salesmen hold 
exhibits in practically every im- 
portant city in the United States. 

Recently the entire Fifth Avenue 
building was rearranged and re- 
decorated to make room for shoes 
of exquisite workmanship and 
sophisticated design, youthfully in- 


IN THE ZENITH SHOE STORE 


terpreted. Notwithstanding the 
fashion vagaries of the past sixty- 
five years, Frank Brothers look for- 
ward to tomorrow with a fresh, 


unjaded viewpoint. 
* * * 


MS there a chance for the garden 
patten when members of the garden 
club get busy with the spade, the 
weeder and the hoe? Most every 
place that counts itself a com- 
munity, now has its garden club. 
And all members wear shoes. So 
what about those who dig and delve, 
prune and pluck, etc., for the gar- 
den exercises? 

Mrs. Harrison, wife of the famous 
“Tippecanoe,” had her garden pat- 
tens, which she wore when busy in 
the gardens of the White House. 
That was when her husband was 
President. These pattens had soles 
of wood, heel-less, sabot straps and 
boxes of leather for the toes. Mrs. 
Harrison wore them over her house 
shoes when she went into the gar- 
den. The pattens are now among 
the quaint and curious specimens 
of footwear in the museum of the 
United Shoe Machinery Corpora- 
tion in Boston. 

What are the chances to make 
and sell garden pattens for 1937? 




















4 NO SHOES TOVAYN, 
; THANKS, BUT THIS 1S 


SUCH A COMFORTABLE }3 
PLACE To WAIT pr 
FOR THE BUS. 

2 






























Miss Astor wears white patent and multi-colored suede sandals 
with a resort frock of gayly printed linen. 
























ROBERT KALLOCK, Designer for Columbia 
Pictures, Reports His Observations from These 


Two High Spots of California Fashions. 





Prevwvues 
of 


Spring and Summer 


CALIFORNIA’S mid-Winter racing season plays a 
definite réle in the fashion world. The East is predict- 
ing Spring fashions, while the West is wearing them 
because of the warmth of the California sun. 

The fashions this year at the race track have achieved 
the ultimate in chic. There’s a carefully arranged care- 
lessness in the smart spectator sport costumes. Pastel 
woolens that fashion these smart suits, coats and dress- 
maker ensembles are all forerunners of Spring trends. 
With these costumes, builtup shoes remain the strong- 
est vogue. 

Worn under fur coats, gay and dashing prints com- 
plete the colorful picture at America’s most famous 
race track. The tailored suit is still a favorite of many 
of the ardent race goers, but this year it is definitely 
femimized by lingerie blouse and a gay and amusing 


, chapeaux. 


Watch the hats and shoes this Spring. Shoes are 
more colorful, more open. Many startling patterns in 
sandals will be acceptable. 

This year it is noticeable that the California women 
are more appropriately and smartly dressed for the 
races than the visitors here for the occasion. This is 
principally due to the fact that women of Hollywood 
are more sport conscious, as the California climate 
offers all-year-around activities. 

The silhouette is short and straight. Sleeves are to 
be faintly exaggerated at the shoulders and are often 
elbow or three-quarters length. The front neckline will 
be lower. The Decolletage for evening wear after the 
races are extremely low and the backs of the gowns 
boast exotic draperies. Simply, yzt beautifully made 
sandals with open toes and heels, quite high heels, 
grace feet for evening wear. Shoe silhouettes remain 
high. 

Blue from present indications will be the leading 
color for early Spring. All shades are popular, but 
hyacinth, delphinium, cornflower, forget-me-not and, 
of course, navy lead. In shoes, blue leads, with black 
and terra cotta the next best in color contrasts. 

The newest notes on fashion fabrics will be seen in 











Meant for Palmy days is this two-piece 

dress worn with white suede sandals 

by Mary Astor in Columbia’s forthcom- 
ing “Lady From Nowhere.” 


from Santa Anita 


and Palm Springs 


prints. Taffeta vies for second place and both fabrics 
have crisp touches of lingerie. Diaphonous chiffons in 
pastel shades sparkle with embroidery of sequins as 
they step out into the night. Patent pumps or sandals 
and dulled kidskin trimmed with patent are selected 
for the prints and taffetas, while white kidskin and 
white linens, mostly in sandals, patterns which have 
high-trimmed fronts will be used with the pastels later 
on. Many smart sandals, high in color, high in front 

[TURN TO PAGE 36, PLEASE] 


The sandal scores with race-goers at Santa Anita and sun seekers at Palm Springs. 
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COLOR CUES 


From Ready-to-Wear 


by 
RUTH 
HARRINGTON 


Wineberry and Slate Blue 

are highlight color news 

in such casual Spring 
suits as these. 





Check your Easter colors against this January buying in 
coats and suits 


THESE last three weeks, New York has been as busy 
as a beehive with ready to wear buyers in the market 
for Easter merchandise. Now that they have come and 
seen and placed their orders, the color picture enters 
upon its semi-final phase. 

Not, of course, urftil the customer has her say, will 
we have the whole story, but now that we know what 
the stores will promote, we can be fairly sure of the 
outcome. 

We have interviewed the leading resident buying 
offices, who serve hundreds of stores all over the coun- 
try. These color findings on ready-to-wear color ac- 
ceptance should be useful as a guide to late buying of 
shoes and as a background for selling the stock you 
have already bought. 

Fortunately, the facts of today tally very well with 
the fashion theories of the past weeks. Navy retains 
first place for Easter selling. We find confirmation of 
the belief that black would be stronger and last longer 
than last year. The neutrals, beige and gray, are more 
than living up to their promise. These four colors will 
dominate the scene so strongly that if you are covered 
on shoes for these four, you are all set as far as volume 
is concerned. 

The rest is divided between novelty colors, in which 


numerous blues are most important, dusty; mauve pink, 
the newest thought, and the gold; light rust and ginger 
tan range another group to consider seriously in 
casual types. 

In more detail, here is the color consensus of the 
buying of these past weeks. 

In town coats and suits—the average woman’s 
Easter costume: 

Dark blue is, by all odds, the leader, accounting on 
the average for over 40 per cent of the total orders 
placed. And for volume, the staple navy is the whole 
story. Brighter-than-navy dark blues with a purple 
cast are bought for high style promotion in the higher 
price ranges. This assures the success of Marine blue 
shoes and also indicates that fashion shoe stores would 
do well to have a few, lighter-than-Marine shoes to 
show. Contrast shoes in the tans are also again indi- 
cated for navy costumes of the more tailored type. 

Black is next. Many buyers have ordered almost as 
many black coats as navy coats and about half as many 
black suits as navy suits. They expect to sell the black 
earlier than navy, with navy mounting as the season 
progresses. 

Then beige. A clear warm beige is volume. Yel- 
lowy (butterscotch) beige and pinky beige are also 
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Easter Color Percentages 


I—For the Town Costume 


As reported by 
Kirby, Block & Co. 


For Suits Blues For Coats 
Staple Navy 
45%, Brighter Navy 45%, 
Slate and other Middle Blues 


20% Black 35 to 40% 

20%, Beige 12% 

10% Gray 5% 
5%, Browns 3% 











NEWEST SUCCESS 


REB- 5 
ll—For Casual town and sports outen — 


Coatings and Suitings ‘eommanbiitivedioness 





Beige it in this warm, weathered shade-which 
- we have hed djed to our osder in calf 

Tan & 55% Pr Aen ee ea 
Castle. The orapge-ced of Balmoral Tac- 
Gold tan. The ted of Georgia soil in spring 
and of the roads along che Riviers. The 


Gray—20%, samy shade of the firm robia's breast. 
‘The pesfect answer with York gmy. And 
Blues—15% ss “ 


(Slate, Aqua, Coronation) . 
sane open seven ag ap 1038 














Wineberry 


slipper, 14.73 Also ia the aw 
ladder model, 14.73 apna aoe 


BED-BARTH CABMATION bouonnidre, LOO 


Coral 
Green 





acctline oad eb scarf, 13.00 Main Flowe 
Net sheched!: Sa ARTR WOOL comes, 2.0 
Wiles U3 08 Agptnd te 


and other colors ) 10%, enanubenninn Diitishep, 000 











Two new promotional colors for shoes:— 


I. Miller’s Carnelian, a light wine, and Bonwit Teller’s 
“Red Earth,” a version of Terra Cotta. Both are versa- 
tile contrast colors for high style selling. 


being bought; very light, “string” beige is high style. 
Practically all beige costumes are trimmed with con- 
trasting color. Brown is volume both in darker shades 
and rusty tans for this accent. Black is the smart new 
note. Navy blue is frequently used. Also wine, green 
and other special colors. 

Miss Margaret Ayres of Felix Lilienthal believes that 
the “Red Earth” color mentioned in connection with 
gray in the advertisement illustrated will be an excel- 
lent contrast for beige. These contrast colors for trim- 
ming beige costumes serve to set the cue for shoes to 
wear with beige. Black, newest; brown and tan, best; 
cther contrast colors for special promotion; matching 
beige shoes, perhaps, in your locality, but contrast is 
‘smarter and easier! 

After beige, the second neutral—gray. The situation 
in these two shades parallels the blue and black story. 
Gray, early, particularly in tailored suits; beige for 
dresses now and growing in strength for suits and coats 

[TURN TO PAGE 51, PLEASE] 














HOW much are you go- 
4 to spend for adver- 
tising this Spring? For the 
average store, 2'/2° per cent 
ought to be enough. Have 
you figured out how much that 
amounts to on your estimated 
volume? Unless you do figure 
it out, in advance, you'll spend 
too much or not enough! 
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THE RETAIL 


Geeoed Shoes Deserve Geod Sales Promotien 


1 big = is o ve og 
s ea pring 
business can be had if you go 
after it. Are YOU going to 
get your share? “Advance 
Spring Styles" should be 
dened up prominently in the 
displays when you change your 
windows today for the week. 


TODAY'S advertisements 

for Saturday selling 
should be on Spring 
Why not pick out one or two 
numbers, illustrate them and 
tell an interesting story about 
them? This will be more ef- 
fective than a general ad tell- 
ing about your entire line. 


9 MAKE up a Valentine 

on pe ear - 
3 pairs popular pri si 
hose. Then mail out a letter 
or a little circular, featuring 
this box. Offer to deliver it on 
Sunday morning (Valentine's 
Day), anywhere in town with- 
out extra charge. 


12 LINCOLN'S BIRTH- 
DAY. There are no pos- 
sibilities for selling on this 
holiday, but it would be good 
business to have a suitable 
window display. You _ will 
Siebs us Spoteg Hestonor site 
n on Spring footwear 
ca your Valentine hosiery 


9 A simple little mailing 
folder, or even a letter, 
announcing that new Spring 
r styles are arriving, 
and emphasizing the popular 
prices, will probably bring a 
good response from your cus- 
tomer list. How long since you 
checked your mailing list? 


6 WHY not set as today's 

goal the sale of at least 
one pair of hose to every cus- 
tomer who purchases shies? 
Do you know how much that 
would add to your volume, 
figuring “your lowest priced 
hosiery number? Figure it out. 
You'll be surprised! 


10 CHECK your stocks 
again jay. Pay par- 
ticular attention to hosiery 
sizes and shades. It m be 
advisable to run a lest ad 
in today's paper, featuri 
your Valentine gift box 
hosiery. And, of course, you're 
mentioning it to every cus- 
tomer you serve. 


13 BE sure that everyone 
is pushing the Valentine 
hosiery box today. The window 
pryes Soe —— Ps pulled 
out toni and a tempora 


CHECK your stocks to- 

day. Keep in mind that 
because of an early Easter 
there will probably be an 
earlier selling season. Check 
up your merchandise on order 
and be sure will be ready. 
Your stocks should be in readi- 
ness not later than March |. 








11 HAVE you made your 

plans for your Spring 
window displays and interior 
trims? With Easter coming on 
March 28 you will want to 
have these displays in place 
not a day later than March |, 
so it is imperative that you 
make your preparations now! 
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CALENDAR for 
FEBRUARY 


A Werking Schedule for Busy Merchants 


1 THIS week's windows 

should put increasing 
emphasis on Spring styles, 
which will probably be easy 

use you no doubt have 
more new stock available. 
Have you had a window of 
children's footwear recently? 
If not, why not have one this 
week? 


1 SPRING styles will, of 
course, be the big fea- 
ture to advertise tonight for 
week-end selling. And if you 
placed a window of children's 
wear and have not ad 
this line recently you might in- 
clude a section in your a 
featuring this line. 


9 THE first of next week 

you will want to mail 
out a Spring announcement, 
featuring all your new styles 
and emphasizing the Easter 
theme. This should be pre- 
pared this week. If your bud- 
a permits, use an attractive 

Ider and send a letter with 
it. 


97 IF you're planning to 
pull out your window 
ietht and put in your Spring 
backgrounds and trims after 
closing time have everything 
ready in advance. Then Sun- 
day window shoppers will find 
new and interesting ys 
to direct their thoughts to- 
ward Easter. 


16 IF you have used your 
mailing list the last two 
weeks as sugg it would 
be wise to check it over today, 
against any returns and re- 
move all dead names and cor- 
rect wrong addresses. Check, 
foo, to make sure that you 
have all new names added. 


90 WHAT can you do to 
get more SELLING 
PUNCH into your windows for 
today? Are your smartest new 
s in the feature spots 
ere they can't be over- 
looked? Do your display cards 
really SELL? Is there a price 
on every pair of shoes on dis- 
play? 


9 4 WHEN you are review- 

ing the results of to- 
day's check of stocks keep in 
mind that the Easter selling 
season starts in earnest next 
week. Have you the stocks you 
will need? What have you on 
order that has not arrived? 
What do you need to re- 
order? 








1 WHAT does _ today's 

weekly check of stocks 
show? Are any of the early 
Spring numbers moving too 
slow? How about hosiery 
stocks after the Valentine sell- 
ing? It won't be long till the 
first demand comes for anklets. 
Have you placed your order? 














9 WHEN are you going 

to put in your first 
Spring window backgrounds 
and interior trims? This week- 
end would be a good time for 
it, so that you can start March 
off on Monday with a new 
dress. Have you checked over 
your stock of window fixtures 
lately? 


18 IS the store interior in 
shape for the Spring 
selling season? Are there any 
improvements or fixture 
changes to be made? Have 
you any cleaning to be done? 
Check all lights and replace 
all burned out bulbs. Get all 


these jobs done this month. 


99 WASHINGTON'S 
BIRTHDAY. Here's an- 
other holiday which calls for 
a patriotic window display. 
And if there is no school to- 
day this would be a good da 
for a special selling of chit 
dren's shoes, with some good 
values featured in your win- 
dow displays. 


96 ADVERTISE Spring 
styles tonight for Satur- 
day a And it is not too 
early to begin talking Easter. 
Have you planned your March 
advertising and selling cam- 
paign? It should be a BIG 
month and proper advance 
planning will make it easy to 
get your share. 


Don't forget that March this year has two important dates 

for shoe stores. Easter comes on March 28th, and on 

March 29th National Footh Health Week begins. Plan 

promotion and publicity to make this a big month for 
Spring shoe selling. 



















































COOPERATIVE effort, national and local, assures 
country-wide attention and interest in Foot Health 
Week. That’s a certainty! 

How much the individual store gains in profit and 
prestige depends upon a keen combination of stock, 
service and showmanship, that will identify the store 
as an important local foot-health center. 

Variety, the showmen’s magazine, says, “Show busi- 
ness should feel that if it has an attraction in 1937 it 
will do business.” The statement is just as true when 
you change the W to E and make it shoe business. 

Be sure your stock and service are right. 

Another statement worth repeating, made under the 
heading “Exploitation,” reads: “One of the Metro 
bulletins said a mouthful recently in remarking that 
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Cut Yourself 
a 
Big Slice of 


Symbol on dark green panel makes good ledge 
setting for a display of feature shoes for Foot 
Health Week. 


it did not matter whether or not the stunt was new, so 
long as it sold tickets.” Substitute “shoes” for “tickets.” 

And here’s another quote that’s worthy of serious 
consideration, “. . . with most good ideas coming, as 
usual, from the small-town houses, where the managers 
have to use their brains instead of heavy exploitation 
coin.” 

Strong ideas can be put across in simple settings. 

In planning your store’s Foot Health Week promo- 
tion to tie up with this great national campaign build 
to dramatize two big points: 

First—The desirability of Foot Health. 

Second—Your ability and facilities to assist in gain- 
ing foot health through shoes and service. 

Because you'll want your Easter window displays to 
be in place right up to the last minute Saturday night, 
plan your Foot Health Week displays so that they can 
be set right into the windows with the least possible 
amount of time and effort. 

The setting and shoes should be completely ready. 
The simplest plan is the poster panel, that can be made 
up in a local sign shop if the store’s display man must 
be on the floor during Easter Week; or the entire setting 





The clock faces dramatize the idea of all- 
day foot comfort. They’re done in colored 
lines on the white background. The poster 
is mounted; “foot comfort for you” is of 
cut-out letters. The plateau is green with 
white edge lettered in green. 


G 
FOOT 
HEALTH 
WEEK 
a 
























STORE NAME 
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Promotion ideas for individual stores that plan for profit 
and prestige during this great National Event, sched- 
uled for shoe store observance, March 29th to April 3rd 


Foot 


can be completed by the display man before Easter 
Week. 

The sketches show several ideas adaptable to the 
poster panel display, with the plateau on which to set 
the merchandise, and support the panel. 

While the size of the poster panel must be governed 
by the window size, a four by eight-foot sheet of Upson 
or compo board, on a bracing frame, is very practical. 
The width of the plateau would vary according to the 
size of the window. The plateaus should be substantial 
enough to hold the panel erect when it is screwed or 
nailed to the back edge. 

In the poster panels illustrated, each dramatizes the 
idea of the desirability of foot comfort through correct 
shoes correctly fitted. Smaller show cards, describing 
special features should accompany each shoe dis- 
played; the reasons why your fitting service is superior 
should also be given on show cards. 

Among the points that should be considered are: 


How many different lasts do you carry in feature 
shoes for women? 

For men? Show sketches of each last beside each 
shoe, with a card telling what each last will accom- 
plish. 

What size ranges do you have in stock to assure 
correct size when fitted? 


Health Week Business 


Do you use an X-ray machine? 

Have you a “supervisor” system of fitting, where- 
by every fitting is checked by a particularly com- 
petent, trained person? 

Do you have a “fitting formula” that checks foot 
lengths and widths, foot faults, and posture before 
try-on, with a check back after the selected shoes are 
on the feet? 


ALLL these and others of a similar nature, are confi- 
dence-building facts (if they apply) that are a basis 
for sound promotion, backing up the appeal for the 
attention of all persons desiring foot comfort, as played 
up in the message on the poster panels. 

This type of display gives the complete theme for 
your advertising—layout, headlines, copy. 

The poster panel, design and message can be repro- 
duced entirely as the top section of the advertisement. 
Below this add shoe illustrations, plus the information 
given on the various display cards. 

Advance reprints of the set-up ad can be used for 
mailing purposes, or package inserts—the dating of 
Foot Health Week makes these reprints specially appro- 
priate as a “follow-up” when enclosed with March 31 
bills. This can be done at very little expense, and 

[TURN TO PAGE 37, PLEASE] 


Stores that have facilities for good poster 














THE’ FEET 


of FACE «/FIGURE 


FOOT HEALTH 
POSTER 


work will find the life size figure of a keen, 

active, smart woman a good tieup with the 

idea expressed in the message on the panel. 

Against the display background in green, 

use a few sprays of apple or cherry 
blossoms. 





HOW ARE 
YOUR FEET 











TOBAY 
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Plan For Economie Independence 


WHEN a merchant says to you: “No man tells me 
Aye or Nay,” you should take off your hat and say: 
“There stands a happy man.” Such was our experience 
out at the Fair when a merchant told us the story of 
his struggle for freedom in business. He said: “For 
years I had run my little store on the basis of trusting 
everybody and being trusted for goods in turn. Then 
one day I said to my wife: ‘Let’s get straightened out. 
Let’s run this business on a cash basis and buy stock 
only when we can pay for it. Let’s cut our living costs 
to twenty dollars a week and stop tapping the till, for 
we never seem to get out of debt when it is so easy to 
use the money for something else.’ In two years, by 
extreme frugality and strict attention to business, we 
found our little business to be free and clear of all 
debts and our mode of life within our income.” 

Yes, that man is economically free. He faces better 
times, better business and better health because his 
worries are over. He found out it could be done and 
his standing with his sources of supply is A 1; and 
his efforts have been increased many per cent. He 
freed himself from the habits of a life-time and he 
repeats: “No man tells me Aye or Nay.” 

Many a merchant is in a perilous position today 
with a madness to stock up to the limit because banks 
and business are a trifle more tolerant of expansion 
for growth. The banker has his place, but it is not that 
of putting his thumb on the business in every act and 
deed of the day at retail. The credit man is not an 
overseer, nor is the merchant a slave to his debts if he and 
his business are solvent. The temptation is to ride with 
the times. The need is to make money with better times 
and to keep the business free of the credit burden. No 
example is better than the simple little saying: “No 
man tells me Aye or Nay.” 

Now is the time to build reserves in cash—not stock. 
The shoe business is not a gamble. It’s a steady ser- 
vice of responsibility to the public and self. Goods 
bought with cash, discount taken—are goods bought 
right for the right purpose, right wearer and right tim- 
ing. Let others play the inventory-profit game; but let 
he who would be economically independent buy and 
sell on the market and serve so well that customers are 
pleased to pay the fair price asked. 

Brighter stores and fresher merchandise are neces- 
sary in today’s business, with a more appreciative pub- 
lic. Stores can be refreshened with paint and scrubbing 
—more light and more interest in the display of the 
goods. New merchandise is more appealing to a pub- 





By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


lic that is beginning to replenish wardrobes—par- 
ticularly shoes. Part of the splendid increase in busi- 
ness has come through the desires of the public for 
more pairs of shoes at home. The one-pair-at-a-time 
customer can be sold multiple pairs—but it takes sales- 
manship to do it. 

It has been a shoe-wearing Winter—and sole leather 
has been given the friction test. It should, therefore, 
be a better shoe-wearing Spring. An early Easter 
makes possible extra pair sales of seasonal shoes. A 
late Easter prefaces Summer shoes, but a March 28th 
Easter assures real Spring shoe selling. 

A diversity of shoes is necessary in stocks as well as 
in customer promotion. Too much of any one thing 
indicates an over-play by the merchant of one type, 
one style or one price. The public then counters the 
play with saying: “Well, these are in style everywhere. 
I'll hold onto them a little longer.” A one-shoe Fall 
should not be followed by a “one-shoe Spring.” 

The merchants of a community are responsible for 
the footwear worn in that community. Weak promo- 
tion and lack of cooperative understanding of the 
public’s capacity to buy more and better shoes are 
shown on the feet of the people of that community. 
With clearances over, a general start in the direction 
of more colorful shoes can be engineered in every com- 
munity through friendly contact of one merchant with 
another and a set date for window display. Spring 
is marked best by smart footwear. Be leaders in the 
movement to dress up your community. 

The month of March promises to be all-high in shoe 
selling this year and the public is getting the most for 
its money—for the inevitable consequence of rising 
prosperity is future higher prices. Remember, the 
future too has a past—and that the important present 
is a good time to plant seeds of satisfaction in your 
service. The public remembers a fair deal and returns 
again and again—and right sizes, shapes and styles in 
shoes give more satisfaction than any other article of 
wearing apparel. 

So swing into Spring with a new zeal to serve the 
public with more and better shoes. The profits are 
in the season, not in the left-overs. Be economically 
alert to the possibilities of a good season that will 
help you and your business to be economically inde- 


" pendent. 
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Ay 


O SOLE ever built can outwear the easy- 

walking, sure-footed, waterproof Goodyear 

Wingfoot. That’s why it has become America’s 
fastest-selling sole. 


And that is also why this sole steps up the 
sales of shoes equipped with it. Because 
most people measure the whole value of a 


shoe largely by the life of its sole. 


Give your shoes this added sales appeal of 
longer wear — plus customer preference for 


“the greatest name in rubber.” 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT SOLES AND HEELS THAN ON ANY OTHER KIND 
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Typical examples of current newspaper ads 
featuring footwear for the resort season. 
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Promotions Play Up Southern Shoes 


And Picture a Varied Assortment of 





CURRENT retail shoe advertising, appearing in the 
newspapers of most sections of the country, falls largely 
into three classes, namely, Southern shoe promotions, 
formal evening footwear advertising and announce- 
ments of clearance sales. Of these three groups, the 
Southern and resort shoe advertising is the most in- 
teresting because it has to do with new and coming 
fashions which, in a measure, furnish a cue as to 
what’s ahead for the country at large in the coming 
Spring and Summer. 

Southern and resort footwear is being advertised 
the country over right now. Merchants, apparently, 
are counting on the influence of the rising tide of pros- 
perity to create a market for Southern resort wear, 
including shoes, in every sizable community, North 
and South. So far as the Northern cities go, it is 
noticeable that a large proportion of the resort shoe 
advertising comes from department stores and women’s 
apparel shops. It has become an established part of 
the merchandising policy of these stores to play up 
Southern resort wear of every kind in elaborate Janu- 
ary and February promotions, and shoes come in for 
their share of the publicity. Many specialty shoe stores 
also advertise Southern footwear, but their ads are 
not so spectacular. 


Style Ideas for the Resort Season 


While stores up North are trying to sell resort shoes 
to the folks planning to go South, retailers in the im- 
portant Southern resorts are making a bid for the busi- 
ness of those already on the ground, and the adver- 
tising is surprisingly similar in types of shoes illus- 
trated and featured, as well as in the style, layout and 
treatment of the ads themselves. The shoe fashions 
cover a wide range in types, materials, colors and 
patterns. There are various kinds of leathers and many 
fabrics. Whites and white combinations apparently 
hold their place as volume sellers, but for novelty pro- 
motion colors are getting a lot of publicity. Black 
comes in for attention for use with neutral shades. 
In fact the field seems almost limitless and there’s 
abundant opportunity for exercise of the customer’s 
individual selection. 

Southern shoe advertising lends itself to attractive 
illustration in which the many and varied types and pat- 
terns of outdoor footwear recommended for resort 
wear are strikingly portrayed. Copy writers devote 
their efforts mostly to describing the shoes or emphasiz- 
ing their style appeal, plus the part they play in proper 
enjoyment of a Southern holiday. For example: 

“Our beautiful big collection of resort shoes tells 

[TURN TO PAGE 30, PLEASE] 
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The Tupper reputation for dramatic de- 
sign and brilliant flair in shoe creating 
has been acclaimed once again. At 
the recent National Shoe Fair in 
Chicago, the new Tupper line was lav- 
ished with praise by all who flocked to 
see the sandals. Particular praise was 
sung for the lovely models illustrated. 


Shoe men who did not have the oppor- 

tunity of seeing the Tupper line in 

Chicago, can view the new Spring and T’ U Pp Pp E R : | N ‘ah : 
Summer hits at the Tupper showrooms. Member, Shoe Fashion Guild of America 
Why not come in and see how interest- 302 FOURTH AVE. 
ing we can make the coming season NEW YORK CITY 
for you? Vv Vv 





When writing advertisers please mention Boot and Shoe Recorder 
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If you want the 
Children’s Shoe Business 


Buster Brown has what they both want 
and here’s how we help you tell ’em! 


INCERE, straightforward advertising 

in leading national magazines . . . 
Good Housekeeping, Woman’s Home 
Companion, True Story and that most 
popular of pictorial publications, LIFE. 
Advertising that tells quickly and concise- 
ly the story of Buster Brown’s 
foot-shaping lasts and Buster 


BWreww S106 Sowsgersy 


Manufacturers, St. Louis 


Brown’s 
materials and unexcelled workmanship. 
With Buster Browns in stock and on 
display — with this advertising to corral 
customers for you — it’s easy for you to 


get and hold the lion’s share of the chil- 


30-year reputation for fine 


dren’s shoe business. 


Also makers of ‘Air Step shoes 
for men and Air Step shoes for 


1937 





When writing advertisers please mention Boot and Shoe Recorder 
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gine INTO SUMMER 
of 


We Put Our Heads Together . . . 


AND A NEW SEASON RESULTED 
This Year It’s Not JUST ANOTHER SPRING, 
It’s SPRING INTO SUMMER. 


** PLEASE, oh please,” said our fashion editor, “you simply CAN’T have 
just another Spring fashion presentation. This year it has to be different. 
There are so many new things in Palm Beach, Palm Springs; in Nassau 
and Miami! The resort business has been exceptionally good. . . . And, 
of course, you know Easter comes so very early. . .” 

“Yes,” answered the editor, “and prices are rising and still going higher; 
and there is profit to be made for the retailer on an upward market. But 
what has me worried is just where Spring leaves off and Summer begins. 
The calendar says June 21st but merchants know better. Let’s look at it 
broadly, this year there is a possibility of a new and greater selling season. 
This year it’s more than JUST ANOTHER SPRING. It’s bigger and 
greater. . . . More complex perhaps, but certainly with greater profit 
possibilities. Why it’s SPRING INTO SUMMER. . . . That’s what it is.” 

“And it’s a darned swell idea, too,” exclaimed our promotion man. 
That’s how the idea was born! Of course, there were a lot more details to 
be worked out which wouldn’t interest you. Merchants to be consulted . . . 
geographies to be studied . . . and fashion cables to be analyzed. . . . 
But roughly, that’s the way it happened. 

So on February. 27th, Boot AND SHOE RECORDER will present its first 


SPRING INTO SUMMER BUYING NUMBER 


A GLAMOROUS transmigration of seasons and a fascinating pageant of 
new shoes and accessories for a newer and brighter selling season. 

We think it’s a perfectly swell idea and we think your advertising mana- 
ger will agree with us. His advertising copy conceived with this two-fold 
selling purpose in mind will produce for you an extra dividend in this new 
selling season ahead. 


BOOT AND SHOE RECORDER 


A Chilton @® Publication 
239 WEST 391TH STREET NEW YORK CITY 
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N.S. R.A. Adopts New Plan of 


AMONG the many activities and 
services to be carried on during the 
coming year by the National Shoe 
Retailers Association, two stand out 
as being of unusual interest and 
importance. Both, in their present 
form, are comparatively new activi- 
ties and both received the enthusi- 
astic endorsement of the Board of 
Directors of the Association at its 
recent meeting in Chicago, after 
having been projected by Execu- 
tive Vice-President L. E. Langston 
and the Executive Committee. The 
title of Executive Vice-President, 
by the way, was conferred on Mr. 
“Langston by the directors at the 
same meeting, replacing his former 
title of Manager. 

The first of these activities has 
to do with organization of the 
association on a nation-wide basis 
to enable it to function more effi- 
ciently in the carrying out of many 
of the purposes for which it exists. 
For some time Mr. Langston has 
felt a need for closer contact with 
retailers throughout the country in 
matters which affect both the nation- 
al association and the individual 
members closely, as for example, 
national legislation under consider- 
ation at Washington, membership 
activities of the national associa- 
tion, cooperation with local groups 
of retailers in localities where there 
happens to be no effective local 
organization, etc. The matter was 
given considerable thought and dis- 
cussion with the result that late in 
1936 a plan was evolved which 
provides for a state chairman to 
represent the National Shoe Re- 
tailers Association in every state 
of the Union, and a city chairman 
to function locally in every impor- 
tant retail center. 

As soon as it received the en- 
dorsement of the executive com- 
mittee and the directors, immediate 
steps were taken to put this organi- 
zation plan into operation. The 
response was even more gratifying 
than had been anticipated. Very 


State and City Chairmen Designated to Serve as 


in Every Locality—Directors Approve Arrange- 


Analysis and Study of Store Operations, with 


AL J. PAULY 
Of St. Louis, Newly Elected Director 
of N.S.R.A. 


little in the way of time-consuming 
effort is asked of any of the chair- 
men, who are expected to serve 
more in the capacity of contact 
men in their respective localities. 
The idea, apparently, struck a 
responsive chord in the minds of 
the shoe men who were sounded 
out, with the result that 45 out of 
48 who had been asked to serve as 
state chairmen promptly accepted. 
Then, with their advice and recom- 
mendations, the selection of city 
chairmen was started immediately. 

Despite the fact that this work 
involved a much larger number of 
individuals, the progress made in 


a short time was equally gratifying, 
with the result that Mr. Langston 
jeft for the convention in Chicago 
with the acceptances of 45 state 
chairmen and more than 150 city 
chairmen in his pocket. He was 
able to report to the directors that 
the plan was an accomplished fact 
and the nation-wide organization 
was already functioning. Naturally 
this announcement aroused the 
greatest enthusiasm on the part of 
the directors of the association. 
Since the meeting in Chicago, more 
city chairmen have signed up and 
there are now more than 200 who 
have agreed to serve. 

The advantages of such a closely- 
knit plan of national organization 
are readily apparent. Independent 
retailers throughout the country can 
now tarshal their strength quickly 
end make their voices heard on any 
matter of legislation or policy af- 
fecting their interests. The plan is 
expected to prove a powerful lever 
in influencing more individual re- 
tailers in widely scattered parts of 
the country to become members. 
Retailers everywhere will be in 
close touch with the national asso- 
ciation and will share in the bene- 
fits that accrue from its activities. 
The association headquarters, on 
the other hand, has a far-flung net- 
work through which its voice can 
carry to every important retail com- 
munity and eventually be made to 
reach every independent shoe mer- 
chant in the land. 
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Organization 


Contact Men for Association Activities 


ment for New and More Efficient Cost 


Classifications for Types of Stores 


Are you a member of the Nation- 
al Shoe Retailers Association? If 
not, why not volunteer? Address 
N.S.R.A. Headquarters, 274 Madi- 
Avenue, New York City. 

The second activity referred to 
is the cost analysis service, out- 
lined in a general way in Boot 
AND SHOE RECORDER issue of 
Dec. 12. A definite arrangement 
covering this service has been con- 
cluded between National Shoe Re- 
tailers Association’ and Dun & 
Bradstreet by which retailers may 
submit their figures directly to the 
latter organization, which in turn 
will undertake to make a composite 
analysis covering every important 
type of retail shoe store and shoe 
department operation. Retailers 
who submit their figures will re- 
ceive the final reports and will thus 
be enabled to check their own costs 
for various operating items against 
the figures which represent the 
average for their type of store, and 
in that way determine to what ex- 
tent they are in line with the experi- 
ence and practice of other mer- 
chants. The standing, reputation 
and long experience of Dun & 
Bradstreet, in the opinion of Mr. 
Langston, makes this service par- 
ticularly valuable and desirable to 
retailers. 

Blank forms, or questionnaires, 
have already been issued to asso- 
ciation members on which they are 
asked to report on their operations 
for the year 1936. These forms, 


T. Dun Belfield, Director, and L. E. Langston, Executive Vice- 
President, put on an N.S.R.A. membership campaign at the 


when filled out, are returnable di- 
rect to the Research and Statistical 
Division of Dun & Bradstreet, are 
strictly confidential and not open 
to inspection by any person not 
connected with the Dun & Brad- 
street staff. For the purposes of 
the survey, the country is to be 
divided into geographical classifi- 
cations and the survey will be fur- 
ther broken down into type classi- 
fications, which will include leased 
departments, women’s specialty 
footwear shops, men’s footwear 
shops and family shoe stores. For 
each of these type classifications 


ARTHUR E. EBBS 


Also of St. Louis, Elected a Life 
Member of Board of Directors at 
Meeting in Chicago. 


Shoe Fair. 


there will be still another break- 
down into price range groups, high 
and low, and different groups for 
volume of business done. 

This will be the first time that 
an attempt has been made to give 
the shoe retailers of the country a 
survey reflecting composite aver- 
ages for the various types and 
classes of stores and from which 
any shoe store should be able to 
find figures that will suit its par- 
ticular requirements. 

The questionnaire asks for de- 
tailed information covering ll 
branches of a store’s business and 
including hosiery, accessories, 
handbags, tennis and rubber goods 
classifications as well as shoes. In 
addition to operating costs, the re- 
ports issued at the close of the 
survey will also cover a number 
of people employed in each type 
of store, which will be of aid in 
determining the number of em- 
ployees that should be necessary to 
operate a particular business. The 
survey will give to merchants who 
cooperate by submitting their fig- 
ures a composite operating state- 
ment covering net sales, inven- 
tories, purchases, cost of goods sold 
and gross margin, average figures 
on turnover, operating profit and 
other pertinent and useful informa- 
tion. 

How about sending in your fig- 
ures, so that you also may benefit 
by receiving the analysis reports? 












Halseth, Sioux City, retirin 
president, and H. S. 


ing presidents of 
ae eee 


a2 ees ee Retailers 
e secretary, whose efficient per- 
jour, Gy, retiring. president: 0. H Schuler, Minncepol H. A. 


Minneapolis, new 


ntyre, Minneapolis, secretary-treasurer. 





Promotions Play Up Southern Shoes 


[CONTINUED FROM PAGE 24] 


the complete shoe fashion story,” states 
Marshall Field & Company, Chicago, 
in the caption of an advertisement that 
shows fifteen distinctive patterns in 
Southern footwear. “Only an enorm- 
ous collection like ours could give you 
such a picture of what’s smartest with 
cruise clothes. For instance, we're 
showing a galaxy of bright colors and 
terra cottas and prints. 

“We're showing black resort shoes, 
the new note with the new neutral 
shades. We’re showing white, of course, 
but combined with black in the new 


ways. 

“We're enthusiastic about the heavy 
new linens and the fine new weaves and 
smooth leathers, too. We're true to 
suedes and gabardines. And we love 
the new use of shiny patent. 


Magic Carpet of Shoes 

“If we'd sketched dozens, you'd still 
miss out on some of your favorites. 
But we've picked a few high spots. 
Most of them come in several varia- 
tions of materials and colors. When 
you come in we'll spread them before 
you like a magic carpet.” 

The Philadelphia store of Bonwit 
Teller advertises Pandora shoes for 
“Southern exclusiveness” and says of 


them: “For Southern sun.and moon 


Pandora has designed footwear that 
adds to the pleasure of every moment 
and complements the chic of your Bon- 
wit Teller resort wear. Fine buckskin 
and linen, touched to smartness with 
fashionable leathers. Spectator and 
afternoon shoes in white, pastels or 
natural shades. Southern sandals in 
white and multi-colored pastels. A 
resort collection as stimulating as any 
we've seen. 

Featuring resort slippers at their 
Los Angeles shops, an I. Miller ad 
notes that they are “marked by a 
fresh, invigorating novelty—and by an 
all-time and all-place styling that makes 
these delightful new shoes utterly utili- 
tarian, in spite of their charming and 
unusual resort note.” 

Macy’s published an ad in the New 
York Sunday papers a couple of weeks 
ago that brought out in a very original 
way the travel possibilities of their 
popular Rugby shoe, a _ square-toe 
knockabout pattern with tongue pump 
and tie. This ad, reproduced in the 
group shown in this issue, was cap- 
tioned “Round the World with Rugby.” 
It showed four styles in alligator grain 
calf, bucko or plain calf, linen or 
punched leather, and the colors in- 
cluded white, black, blue, brown gray, 
red royal blue and Paris green. 
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New Administration Takes Over 


“Cruising closer to the sun?” this 
Macy advertisement asked. “Going to 
ski in Switzerland? Looking in on 
London soon? Take along all the shoes 
you'll‘need for the trip! You can buy 
almost everything your heart desires 
in the market-places of foreign lands 
except shoes for American feet! But 
it’s not enough to take ‘any old’ Amer- 
ican shoes. Better make sure they’re 
superbly comfortable—like Rugby. 
We’ve made 10,000 feet happy with this 
hand-turned angel of a shoe. It’s as 
soft as butter—flexible as your own 
foot. Madame—no matter where you 
go, travel in Rugby! And we guar- 
antee—when your spirit is willing, 
your feet shan’t be weak. See what 
grand leathers, fabrics and colors Rug- 
by comes in!” 


Evening Footwear C learance 


A great many stores are making a 
special drive right now to clean up 
their stocks of formal evening foot- 
wear, realizing that the peak selling 
season for this merchandise will come 
to an end within the next few weeks 
and desiring to dispose of it in order 
to make way for Spring and Summer 
shoes. Most of the current formal 
footwear ads are sale ads, but many 
of them are fully as attractive in 
style and treatment as the earlier ones 
with which the formal season was 
launched some weeks ago. [llustra- 
tions are used with good effect, the 
story of special values in evening 
footwear is well told in terse copy 
and the layouts are in’ 


In fact, the same might be said of 


a very large number of this season’s 
clearance sale advertisements. More 
and more shoe retailers are coming to 
realize each year that it’s quite essen- 
tial to do something more in sale ads 
than merely announce in bold face type 
a reduction in prices. These are times 
when department stores and apparel 
shops are constantly advertising spe- 
cial price events and doing it in an 
attractive way, with smart shoe illus- 
trations, convincing copy and careful 
attention. to layout and typography. 
Shoe stores have fewer sales, but that’s 
all the more reason why they should 
try to make them as successful as 
possible. 


Style Ads for Style Shoes 


Customers of today no longer buy 
shoes on the basis of merely the three 
prime essentials of fit, quality and 
price. Regardless of who they are or 
what grade of shoes they buy, the 
great majority are interested in a 
fourth factor, namely, style. To sell 
style shoes it is necessary to present 
them to customers attractively, and 
that means that advertising must be 
well designed and smartly interesting. 
It’s a good sign for the future of the 
shoe business to note that more and 
more merchants are coming to an 
appreciation of these facts and are 
evidently making a determined effort 
to improve their advertising in sale 
time as well as in the _ selling 


seasons of the year. 
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TEXAS SHOE RETAILERS 
MEET IN 


DALLAS 


Large Attendance of Merchants and 


Travelers as Southwestern RegionalGroup 


Gathers to Discuss Current Problems 


of Style and Merchandising — N.S.R.A. 
Officers in Attendance 


DaLLas, Tex.—With an attendance 
of nearly fifteen hundred, the joint con- 
ventions of the Texas-Oklahoma Shoe 
Retailers’ and Southwestern Shoe Trav- 
elers’ Associations opened in Dallas, 
Jan. 25, with a prediction that 1937 
would be the first year of real pros- 
perity since 1929. Discussions of the 
first two days of this three-day session 
dealt with rising prices, style trends, 
and Government participation in busi- 
ness. In recognition of the national 
emergency, a nation-wide movement 
was launched at Dallas to aid the shoe 
retailers in the flood-stricken areas of 
the United States by raising funds for 
their relief. 

Monday’s program opened with a 
breakfast given by the Southwestern 
Shoe Travelers, honoring L. F. Tuffly, 
president; Lee Langston, executive 
vice-president, National Shoe Retailers’ 
Association, and R. C. Maynatt, presi- 
dent of the Texas Retailers. In his ad- 
dress Mr. Tuffly predicted rising manu- 
facturers’ prices as inevitable, but 
warned retailers against being stam- 
peded into over-buying on this rising 
market, pointing out that price struc- 
ture is disrupted by left-over shoes. A 
shoe which does not sell is no bargain, 
regardless of the price at which it is 
bought. He recommended membership 
in national trade organizations as a 
‘means of protecting any industry 
‘against dangerous legislation. 

‘Also addressing Monday’s session, 
. Mr. Langston pointed out that today a 
* business man must spend more time in 
public service than ever before and 
recommended a public relations man 
for every large concern. He read, at 
the request of the directors of the 
Texas Retailers’ Association, the latest 
interpretation of the Robinson-Patman 


Act, declaring it to be the most vital 
legislation ever involving retailers and 
urging a thorough study of it. Accord- 
ing to Mr. Langston, the National As- 
sociation through an arrangement with 
Dun & Bradstreet is compiling oper- 
ating averages on shoe stores of every 
size in every section of the country. 
This study will, in the future, serve to 
guide to profitable operation of any 
store. R. M. Bridges, Titche Goet- 
tinger, Dallas, was ¢onvention chair- 
man and presided Monday. 

Declaring that fashions anticipate 
great events, Miss Rhea Nichols, stylist 
for Allied Kid Company, predicted 
brief popularity for the bright Corona- 
tion colors this Spring. A heavy de- 
mand for black patent leather shoes 
will be felt later in the season as the 
brilliant print dresses come into vogue. 
Although open toes and shanks are 
gaining momentum in public demand, 
she warned retailers that many con- 
servative customers have not as yet 
been won over and will continue to buy 
closed toes. Although admitting the 
prices are rising at an alarming rate, 
Miss Nichols urged retailers not to 
fight them, to remember that prosper- 
ity returns with a rising market. 

Also speaking on fashion trends, 
Miss Hazel O’Brien, stylist at Schwartz 
& Benjamin, predicted much higher 
heels and shorter skirts with the re- 
turn of fashion to femininity. Black 
patent leather will be the popular ac- 
cessory for beige and gray later in the 
season, with navy shoes being definitely 
replaced by brighter blues. 

Tuesday’s program; ‘with W. M. 
Hootkins, retiring president of South- 
western Shoe Travelers, — presiding, 
opened with a telegram from the Day- 
ton (Ohio) Shoe Retailérs’ Association 





NEW OFFICERS ELECTED 


JOHN A. HARTMAN, 
New York, President 


W. T. STEPHENSON, 
St. Louis, Vice-President 


W. T. MITCHELL, 
San Antonio, re-elected Secretary 
Officers for the Texas-Oklahoma Re- 
tailers will be announced later. 


—- 


ee 








concerning the flood damage. Under 
leadership of Harold Volk, Dallas, a 
large cash fund was raised to be dis- 
patched to the shoe retailers caught by 
the flood. The Texas associations voted 
to request other States to follow Texas’ 
lead in giving assistance. 

Speaking for the National Foot 
Health Council, Dr. W. Lee Austin, 
editor of Texas Chiropody News, urged 
retailers to fight the alarming spread 
of athletes foot. Declaring that sales- 
men carry the disease from one cus- 
tomer’s feet to another by their hands, 
Dr. Austin urged that basins of dis- 
infectant be placed on each store’s 
counters and the disinfecting of a 
salesman’s hands between each fitting. 
He also warned stores against the bad 
will engendered through the too ex- 
travagant claims made by salesmen 
for corrective shoes. 

Herbert Lape, Jr., vice-president of 
Julian & Kokenge Co., urged the re- 
tailers to build for permanency of their 
stores through the selling of their or- 
ganization both to their own employees 
and to the public. He declared high 
pressure methods are definitely gone 
in both retailing and wholesaling and 
confidence of the public the main es- 
sential to a successful business. Also 
appearing briefly on Tuesday’s pro- 
gram were Walker T. Dickerson and 
A. M. Burton, secretary, St. Louis 
Shoe Manufacturers’ Association. 

An elaborate dinner-dance was held 
in the grand ballroom of the Adolphus 
Hotel, Tuesday evening. Through the 
sessions the ladies were entertained 
with luncheons, style shows and theater 
parties, arranged by Mrs. Edgar L. 
Kelton. 
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‘PROMOTION .. 


Velvet Step dealers are supplied with one-minute 
radio spot announcements, broadsides mailed di- 
rect to consumer with dealer’s name imprinted, 
two-color post cards, window displays and elec- 
tric signs, mats and newspaper service on com- 
plete line. 
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COMFORT FEATURE: 


HE new Spring line of Velvet Step shoes is big news to 

merchants who play the style-comfort combination. No- 
where will you find a line more complete in pattern range, 
in material selection, and in smart, timely color combinations 
to retail at $5.00 with a comfort feature that is basically sound 
and easily demonstrated. This remarkable new shoe with its 
patented features puts “walking comfort” into high-heeled 
styles. Its velvety tread develops a definitely new and vibrant 
stride for the wearer. Women actually wake up and live 
again in Velvet Step shoes. 





If you are looking for dependable quality 
and smart styling with a feature that 
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Prevues of Spring 
and Summer 
[CONTINUED FROM PAGE 15] 


and high in quality will set a new all 
high in footwear. 

Silk prints and cashmere are out- 
standing fabrics for the Spring suit 
which will be fashioned dressmaker 
style and have an influence of the 18th 
century. In this connection, many 
gabardines will be worn with the silk 
prints, although the real smartly cos- 
tumed woman will select kidskin, some- 
times trimmed with patent. 

* * a 


As Santa Anita creates a rendezvous 
for early Spring fashions, so the clothes 
worn at Palm Springs—the desert play- 
ground ofthe stars—are a peep into 
coming fashions for Summer. 

After viewing the clothes worn. at 
this gay resort, it is evident the suit 
will prevail in Summer fashions. 
Dresses for spectator and active sport 
are frequently made of novel fabrics— 
tie-silk, chiffon, prints and linen lace. 
Clothes for Palm Springs and resort 
wear must be definitely practical so 
that the wearers can run, jump and 
walk. 

The influence of the Far East, re- 
flected in gay bandannas, scarfs and 
sashes will be felt this Summer. Shoes 
will reflect these gay colors or will be 
chosen in all white. 

Three original sketches by Kallock 
are presented. These are costumes 
which Ida Lupino will wear in the 
forthcoming Columbia production, 
“Weather or No.” Each one illustrates 
trends discussed by Kallock. 


In order to get the complete Holly- 
wood fashion angle for BooT AND SHOE 
RECORDER readers, we took these Kal- 
lock sketches to that well-known cus- 
tom shoemaker to the stars, Emidio 
Spezza, who worked out his original 
shoe interpretations. 





C. E. Lanchantin Heads Shoe 


Merchants’ Council 


New YorK—At the annual election 
meeting of the Shoe Merchants’ Coun- 
cil, Inc., held on Friday, January 22, 
Charles E. Lanchantin, of Hanan & 
Son, was elected president for 1937. 
Thomas J. Callahan, of Altman & Com- 
pany, was elected first vice-president 
with Emanual Gerton of Saks Fifth 
Avenue, second vice-president; Arthur 
A. Livers, of Frank Brothers, third 
vice-president, and Thomas Sheridan, 
of Nancy Haggerty Shoes, fourth vice- 
president. Other officers elected were 
Murray M. Green, of T. B. Doyle Co., 
Inc., secretary and Gustave Pick, of 
Gustave Piek Shoe Store, treasurer. 

The meeting was called solely for 
the election of officers and no business 
of the Council was discussed at this 
time. However, plans were made for 
a business meeting of the organization 
to take = sometime within the next 
month. 
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Foot Health Week 


Business 
[CONTINUED FROM PAGE 21] 


without interfering with the general 
mailing that may be a part of the local 
cooperative promotion program for the 
event. 

Dress up the store interior! This is 
very important. The Foot Health Week 
posters can be used in making up dis- 
play settings of ledge or show cases, 
where the shoe features used in the 
window can again be accented. 

Colors should include green and 
white, plus medium blue for accent, or 
another color that may pick up the 
color theme of your permanent decora- 
tive scheme. 

Many stores have found that free 
foot examinations, made by foot spe- 
cialists in the store at stated hours, to 
be a good idea. Others issue cards 
redeemable at a foot specialist’s or 
osteopathic physician’s office, for free 
foot examination. 

Perfect foot contests get favorable 
attention for individual stores, but are 
still more popular when played up in a 
big way as a part of a cooperative pro- 
gram. An old, but good, idea is to 
give prizes for the longest lists of 
common words made from the letters 
in the name of your feature shoes. Be 
sure that no purchase is necessary to 
compete, and that all have an equal 
chance to enter the contest, to avoid 
any mixup with postal rules and regu- 
lations. 

Another suggestion, made last year 
and successfully used, is the “window 
style show” with living models. To 
simplify the question of costumes, use 
an elevated stage 18 inches high, with 
an opening of about the same height, 
which permits only the feet and legs 
from below the knees down to be seen. 

If periodical foot examination among 
school children is not a part of your 
local school’s health program, launch 
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No. 352 White Roughie with Tan Calf 
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4-9 AA-A, 31/2-8 B-C. 
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a campaign for it, just before Foot 
Health Week. Be sure to get the co- 
operation of local people of importance 
to back you up. 

Another idea is the pledge card for 
mothers to sign—‘“Realizing the im- 
portance of correct shoes, properly 
fitted, to the development of growing 
feet, I shall cooperate by having mv 
children’s shoes properly fitted by a 
competent person each time new shoes 
are selected.” 

Here’s a window stunt that will stop 
the crowds. The actual analysis of feet 
and shoes by a competent person in the 
window—but through a circular open- 
ing arranged so as to show only the 
feet being examined and the examiner’s 
hands. A microphone to pick up the 
conversation, leading to an _ outside 
speaker would tell the story of each 
examination to the crowd. 

A platform should be arranged so 
that the patients would sit on a chair 
with their feet before the opening. The 
examiner would sit on a chair on the 
floor, or a lower platform—a spotlight 
iiluminates the examination—the pa- 
tient’s legs are thrust through slits in 
a dark curtain, which conceals cloth- 
ing. Offer free examination without 
revealing identity, but have models on 
hand to fill in, should response falter. 
Give “shows” every few minutes dur- 
ing the busy part of the day. Time the 
shows according to the time required 
for one examination. If more than a 
few minutes is needed, have the patient 
wait—this is so one patient will not be 
in the chair too long. 

Before and around the “stage,” show 
your feature shoes with appropriate 
show card describing special features 
and services. 

Above all else, be sure to have the 
shoes and service to back up your pro- 
motion. Then don’t be bashful or back- 
ward about letting the public know 
that they can be pretty sure to find 
foot comfort at your store. 
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THE NEWEST gA(ataK> 


We are constantly alert in our efforts to 


produce better eyelets. The most recent 
accomplishment in this direction is the new 
Diamond Brand Fast Color Eyelet with 


“aluminum barrel” and “roll setting.” 


Its advantages will be fully explained upon 
inquiry. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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THIS WEEK IN THE SHOE TRADE 
SATURDAY, JANUARY 30, 1937 


NATIONAL NEWS 





Flood Disaster Hits Shoe Centers 





Manufacturing and Retail Operations Halted in Cincinnati by 
City Manager—Communication with Portsmouth 
Impeded—Pittsburgh Prepares for Action 





CINCINNATI—For the second time in 
less than a year disastrous floods are 
sweeping through the valley of the 
Ohio River and its tributaries, 
with the highest recorded level of the 
Ohio reached Monday night. The shoe 
industry, which came through the flood 
of last March without serious loss in 
damage to factories or interference 
with manufacturing operations, this 
time was largely affected due not only 
to the direct effects of the flood, but 
also to the fact that public services 
were demoralized. 

For example, in Cincinnati, shoe 
manufacturers have suspended opera- 
tions by order of the City Manager. 
The city is without electricity and only 
food and drug stores are permitted 
open. Thus the retail shoe business, as 
well as the manufacturing branch, is at 
a standstill except for the supplying of 
immediate necessities in the way of 
footwear for relief workers in the 
flooded area. 

In extent and probable damage many 


regard this as the greatest flood dis- 
aster in American history. The flood 
region extends along the mid-western 
river beds of ten states, and while re- 
ports that fill the newspapers deal for 
the most part with the effects of the 
disaster on human lives and the heroic 
efforts that are being put forth to cope 
with the -relentless effects of the rising 
waters, the effect upon business and the 
activities of trade is an angle that can 
only be estimated at this time. 

It is too early to engage in forecasts 
regarding the aftermath, but the ex- 
perience of other floods has been rapid 
recovery, with remodeling and repair 
work under way as soon as flood waters 
receded. Unseasonal floods sweep mud 
and water into stocks necessitating re- 
plenishment, and for such purposes 
credit is usually made available in one 
way or another. Many believe that in 
this instance the national government 
will, in all probability, rush through a 
huge relief and restoration budget. 





Communication with 
Portsmouth Delayed 


New YorK—Attempts to form an 
estimate of exact conditions in the Ohio 
flood districts, particularly with regard 
to the shoe industry, met with little 
success early this week, as telephone 
and telegraph lines were down and 
communication was impeded. It was 
reported that business and manufac- 
turing in Portsmouth, with 60 per cent 
of the city under water, were largely 
demoralized. Telegrams addressed to 
that city in an effort to obtain exact 
information were accepted subject to 
delay. 


Selby Saves Stock 
And Machinery 


New Yorx—lIn answer to an inquiry 
telegraphed last Saturday, requesting 
information as to flood conditions in 


Portsmouth, Ohio, the following night 
letter was received Wednesday morning 
from Selby Shoe Company: 

“Replying to your wire, three feet 
of water on main floor and offices but 
by frantic efforts no shoes in stock or 
in process damaged and very little 
loss in machinery. Flood has now 
reached crest. Anticipate being able to 
resume shipments about Feb. 10 to 15. 
All efforts now to get into operation 
as soon as possible.” 


Dayton Protected by Dams 


Dayton, OH10—While Cincinnati and 
other communities in southern Ohio 
and along the Ohio river are suffering 
terrific losses from the flood situation, 
shoe dealers in this city are rejoicing 
in the fact that they are safe from a 
repetition of the 1913 flood which caused 
$100,000,000 damage and 400 deaths in 
Dayton and throughout the Miami 
Valley. 





DATES TO REMEMBER 


Middle Atlantic Shoe Retailers’ Asso- 
ciation 23rd Annual Convention, 
Benjamin Franklin Hotel, Philadel- 
delphia, Pa. ...... Feb. 7, 8, 9, 10, 1937 

Indiana Shoe Travelers Association 
Fourteenth Annual Indiana Shoe 
Buyers Week, Claypool Hotel, In- 
dianapolis, Ind. ...... Feb. 7, 8, 9, 1937 

Easter Sunday March 28, 1937 

Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

April 5, 6, 1937 

[Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 

Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
Dbivecinceeouscees July 18, 19, 20, 1937 





P. J. (Pete) Myer and Louis A. 
Miller, past president of the Dayton 
Shoe Retailers Club, recall the 1913 ex- 
perience when they watched their shoe 
stocks float around their stores. They 
remember vividly the laborious task of 
shovelling out the tons of mud and 
debris left in their business places when 
the water receded. 

“Any shoe dealer in today’s flooded 
areas,” said Pete Myer, “has my deep- 
est sympathy. I know what a flood 
means. I’ve been through the experi- 
ence.” 

Dayton and the Miami Valley today 
are protected by a flood control and flood 
protection system which has five dams 
as its nucleus. The longest dam is 
about one mile and a quarter in width 
and the highest is 125 feet in height. 
The entire project cost $30,000,000. 
Several times since the construction of 
the dams, Dayton has been saved from 
disastrous flood waters. 


Pittsburgh Retailers 


Ready for Flood 


PITTSBURGH, PA.—Trained by the 
costly experience of last year’s flood 
disaster, the retail shoe merchants in 
this area, operating in the flood danger 
zones, were ready for the swelling riv- 
ers when they reached a stage of 33 
feet, 8 feet above flood level, last week. 
Cellars have been cleared of merchan- 
dise in plenty of time and all stock 
located in dangerous locations removed. 

[TURN TO PAGE 52, PLEASE] 
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Middle Atlantic 
Expects Biggest 


Convention 


PHILADELPHIA — “Our twenty-third 
annual convention and exhibition will 
be the largest our association has ever 
staged,” declared Cal J. Mensch, secre- 
tary and managing director of the 
Middle Atlantic Shoe Retailers Associa- 
tion on Monday. “Already, we have 
from 35 to 40 per cent more exhibitors 
than we have ever enrolled, and we still 
have two weeks to go, during which 
time we should sign up approximately 
50 more.” 

The affair will be held February 7-10 
at the Benjamin Franklin Hotel, Phila- 
delphia. 

Highlights of the sessions during the 
convention are as follows: 

Convention officially opens on Sunday 
forenoon. 

Sunday at 4 P. M. there will be a 
directors’ meeting. 

Monday at 12:30—Business Luncheon. 

Invocation—Dr. Wm. H. Fine- 


shriber, Philadelphia. 


The President’s Message—I. C. 
Smashey. 

Topics to be discussed: Men’s 
Styles, Merchandising, Adver- 
tising, Compensation, Sales- 


people, P. M. System, Shoe Fit- 
ting, What is your problem, etc. 

Tuesday at 12:30—Business Luncheon. 

Women’s Style Forum in charge of 
Ruth H. Kerr, of the Calf Ten- 
ners’ Association. Chairman, 
H, R. Quimby. 

Tuesday evening 7.30—Annual Din- 

ner and Entertainment. 

Officers of the association are as 
follows: President, I. C. Smashey, 
Bridgeton, N. J.; 1st Vice-President, 
Roy Walter, Wilkes-Barre, Pa.; 2nd 
Vice-President B. W. Shaub, Lancaster, 
Pa.; Treasurer, George M. Garman, 
Philadelphia, Pa.; Secretary and Man- 
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Smart Ideas in Welts Shown at Fair 





A collection of original styles in men’s and 


’s footwear for Spring formed one 





of the most interesting features of the exhibition of United Shoe Machinery Corpora- 

tion at the recent Shoe Fair at Chicago. Welt types in women’s shoes, which are oc- 

cupying such a prominent place in most discussions of current fashions, were repre- 

sented by a group of unusually attractive patterns, from which the five shoes illus- 
trated in this photograph were selected. 





aging Director, Cal J. Mensch, Phila- 
delphia, Pa. 

The directors include the following: 
Three years—George M. Garman, Phila- 
delphia, Pa.; Robert C. Gerheim, 
Johnstown, Pa.; Harvey Farr, Allen- 
town, Pa. Two years—John Storch, 
Newark, N. J.; James E. Baab, Suffolk, 
Va.; A. N. Foster, Uniontown Pa.; 
George N. Geuting, Philadelphia, Pa.; 
Roy Walter, Wilkes-Barre, Pa. One 
year—J. Rosenberg Washington, D. C.; 
Harry Hahn, Jr., Baltimore, Md.; 


Gordon Evans, Scranton, Pa.; Charles 

A. Nagel, Norfolk, Va.; Edward Reine- 

berg, York, Pa.; I. C. Smashey, Bridge- 

ton, N. J.; Albert J. Schmidt, Pitts- 

a Pa.; B. W. Shaub, Lancaster, 
a. 





Hefflinger Store Moves 
OMAHA, NEB. — Hefflinger’s Shoe 


Store has moved to new quarters in 
the Redeik Tower Building at 318 South 


Fifteenth Street. 
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KANGAROO “"NFP 
AMERICA by 


SURPASS LEATHER Co., . . . PHILA. 
RICHARD YOUNG CO., . NEW YORK 
ZIEGEL EISMAN & CO., . . BOSTON 
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A MAN'S leather—with strength 
and comfort combined 


It takes a tough life to breed toughness. Perhaps 
the fundamental reason why Kangaroo leather is 
so strong and sturdy is because it comes from a 
wild animal whose every character must be geared 
to toughness in order to exist. 

Actually, Kangaroo leather, tanned in America, is 
17% stronger, weight for weight, than any other 
leather known, scientists say, because its fibres are 
interlaced instead of lying layer upon layer. But 
the result is that it is a strong leather without being 
stiff or heavy. For the interlacing fibres permit 
pliability and softness. And the tight, even grain 
of Kangaroo takes a high, brilliant polish that 
makes dress shoes of Kangaroo outstandingly 
smart and masculine. 

Kangaroo is a man’s leather for all men — for 
young feet that are aggressive and active, for the 
business man’s feet that must be well groomed, 
and for older feet that demand ease and comfort. 
Stock shoes of Kangaroo and profit from the 
men’s trade in your town. 


When writing advertisers please mention Boot and Shoe Recorder 











Men's Shoes 








-&- 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S.A. 











6 6 OF OF OOF OF OOP 


Bowling Shoes 


i i i i i ad 


PROFESSIONAL 
BOWLING SHOES 


Men's Women's 
$2.50 $2.40 







Oxfords. 
5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Hee! 
Left Foot 





Rubber Heel 
BROOKS SHOE MFG. 2 
Swanson & Ritner Sts., Phitsdeiphie 








Philadelphia Travelers Adopt 
Resolution 


PHILADELPHIA — The Philadelphia 
Shoe Travelers Association has adopted 
the following resolution: 

“WHEREAS, a discussion as to a 
diversion of funds from the insurance 
reserve to the general fund of the Na- 
tional Shoe Travelers Association took 
place at its 27th Annual Convention 
on January 2, 1987, 

“THEREFORE, be it resolved that 
the Philadelphia Association unani- 
mously endorses the position taken by 
Mr. Paul S. Lippincott, vice-president, 
presiding at the meeting in ruling the 
discussion out of order; 

“AND BE IT .FURTHER RE- 
SOLVED, That the Philadelphia Shoe 
Travelers’ Association wishes to go on 
_ record as opposing such a diversion 
at any time or by any method; 


“AND BE IT FURTHER RE- 


SOLVED, That a copy of this Resolu- 
tion be forwarded to the officials and 
Board of the National Shoe Travelers 
Association and to Trade Papers.” 


Purchases Shoe Stock 


MILWAUKEE, Wis.—The S. J. Brou- 
wer Shoe Co. has purchased the entire 
stock of the Ebner Shoe Factory, 2604 
W. Fond du Lac Ave., Milwaukee, The 
Ebner Co., makers of women’s shoes, 
including the Stylish Arch and “Ida 
May” Duty shoes, is. discontinuing 


business. 


H. R. Williams Joins 
Goldstein Footwear, Inc. 


New York—Harold R. Williams, 
well known in the retail shoe trade as 
a buyer and style authority, has joined 
the firm of Goldstein Footwear, Inc., 
127 Spring Street, New York, in the 
capacity of vice-president. Mr. Wil- 
Liams will sell the firm’s line of fine 
women’s bench-made turn shoes 
throughout the country and will assist 
William Goldstein, president of~ the 
company and one of New York’s fore- 
most bench makers, in styling of shoes. 





HAROLD R. WILLIAMS 


For seven years Mr. Williams was 
buyer and manager in the shoe de- 
partment of Bergdorf-Goodman, Fifth 
Avenue, which department he original- 
ly opened. He has taken an active 
part in the Style Conferences, held 
semi-annually under the auspices of 
the National Shoe Retailers Associa- 
tion, and also served as a member of 
the General Committee for the con- 
vention of that association, which was 
held in New York in 1935. He has 
likewise been prominently identified 
with the Shoe Merchants Council of 
Greater New. York. , His intimate 
knowledge of the problems connected 
with the retailing of better grade 
shoes, with his acknowledged style abil- 
ity, will prove a distinct asset in his 
new> work. 

Mr. Goldstein, familiarly known as 
“Bill” Goldstein to his friends through- 
out the trade, has recently returned 
from Europe, bringing with him many 
advanced ideas of shoe styles which 
will be reflected in the firm’s forth- 
coming creations. Both he and Mr. 
Williams are convinced that there is 
a steadily broadening market for qual- 
ity shoes which are built right and 
styled correctly, and it is their inten- 
tion to cater to this important market. 
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HEADED FOR YOUR 
JUVENILE DEPT.. 


. .. Many mothers, frequently upon a 
physician's recommendation, have pro- 


tected the fast growing feet of their 
young children with the progressive 
types of Mrs. Day's Ideal baby shoes. 
It is a simple matter, therefore, to 
attract the patronage of these mothers 
by offering Flexible Hard soles in the 
5-8 run, carrying the same familiar 
trade mark. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
SE LER 








Boston Travelers to Fete 
W. A. Noll 


Boston, Mass.—The Boston Shoe 
Travelers’ Association is planning an 
elaborate testimonial dinner in honor of 
William A. Noll, who, at the annual 
meeting of the association held last De- 
cember, resigned as secretary-treasurer 
after having served in that capacity 
for 36 years. At the dinner Mr. Noll 
will be presented with a gift of money 
in token of the esteem in which he is 
held and in partial recompense for the 
intelligence and indefatigability of his 
services over this long period of time. 

The dinner meeting will be held at 
the Hotel Essex, Saturday evening, 
Feb. 6, and arrangements are being 
made by a committee headed by George 
J. Loveley. 


Wohl Shoe Contest Successful 


St. Louis, Mo.—The Wohl Shoe Com- 
pany reports a decided success with 
its contest in which a hundred prizes 
of a year’s supply of shoes, eight pairs, 
were awarded to writers of the best 
letters on “Why I Like Paris Fashion 
Shoes.” The company received 75,000 
inquiries and letters as a result of the 
offer although only a minor part of 
its magaz*-2 advertising was devoted 
to the co, ust, it is stated by J. B. 
Johans, advertising manager. 
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a better looking shoe means a quicker sale 


use the ADJUS-TO-FIT form 


Adjus-to-fit forms do an all around job 
in helping display your shoes. Made for 
both men’s and women’s shoes, Adjus-to- 
fit forms round out each line and detail, 
snap up the good looks, and show the 
shoes to perfection. They can be had in 
a complete range of different colors. In 
toe, quarter, and half length sizes. For the 
alert shoe display you want—be sure to 
use Adjus-to-fit forms. 


Retailers can sell Adjus-to-fit forms 
as practical shoe trees for men and 
women. They’re light in weight and 
simple to use. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England Germany 


Melbourne, Australia Mexico City, Mexico 


Paris 
France 











Looking Forward to Spring 








A group of seasonable models ranging from light airy sandals to sturdy oxfords for men and women. These shoes 
form part of an exhibit of products of various manufacturers using Compo equipment and they were photo- 
graphed at the Shoe Fair in Chicago. 





Operations Under Way in 
New Factory 


Gorr’s FALLs, N. H.—Operations are 
well under way at the Fleischer Shoe 
Co. at its newly-acquired factory here, 
with output estimated at 3600 pairs 
daily. As soon as possible this will be 


stepped up to 5000 pairs daily to meet 
incoming orders. 

John F. Reed, factory superinten- 
dent, who has been directing designing 
and pattern work temporarily also, will 
shortly be relieved of these additional 
duties with the near-future appoint- 
ment of a pattern man. 


Quinn Joins Panther-Panco 

CHELSEA, Mass. — Gilbert F. Quinn 
has joined the Panther Panco Rubber 
Company of this city as a special rep- 
resentative for sales expansion and 
promotion work on their patented Pan- 
Cord Tuff-Grip, “Cord On End,” non- 
slip soles. 




























LARGEST 


BOOT STOCK 
in America 
Domestic and Imported 


For Immediate Delivery 
Men's, Women’s, Children’s 
Boots for Riding 
Field, Haunting, Aviation 
Alse Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
hee York City 
524 Santa Fe Bidg. 
Dallas, Texas 


Se. Les Angeles St. 
ot SS Anoelene Galt. 


























Trade 
Literature 








R. J. & R. Publish Dealer 
Newspaper 


St. Louis, Mo.—Roberts, Johnson & 
Rand are publishing a monthly, tab- 
loid-size newspaper that is sent to 6000 
of their best accounts. 

Of four pages, the front page is 
devoted to news of the company. The 
two inside pages contain many promo- 
tional ideas and dealer helps for the 
coming month as well as suggestions 
for direct mail advertising and window 
displays for the dealer. The last page 
is devoted to pictures and descriptions 
of Star Brand shoes that should be 
promoted during the month. 

Gene Rison, advertising manager of 
the Roberts, Johnson & Rand company, 
edits this helpful little newspaper 
which is entitled “Star Brand News.” 
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ELAM'S 


PRE-WELTS 


Flood Joins Spalsbury Steis 
Deevers Shoe Co. 


St. Louis, Mo.—Matthew Steis, sales 
manager of Spalsbury Steis Deevers 
Shoe Co., Fredericktown, Mo., an- 
nounces the addition of Frank Flood 
to his sales force. Mr. Flood will cover 





White and Patent 
Sizes 2 to 8 
Sell the mother and you sell the 
shoe. Mothers want to know the 
where and whyfor of the children's 
shoes before they buy. Retailers that 
sell Elam's shoes find selling the mother 
a simple task. The health building 
features, the superior quality of Elam's, 

shows the mother she is getting a 

correctly built, a better made shoe 

for her young one. 





F.S. ELAM SHOE CO. 


176 No 


WATER ST. ROCHESTER, N. Y¥ 
DISTRIBUTORS 

NEW YORK: 439 Marbridge 

BOSTON: Lane Bros 

NEW ORLEANS: B. Rosenberg & Sons 

LOS ANGELES: Boston Shoe Co 


FRANK FLOOD 


Bldg 


Nebraska, Iowa, North and South 
Dakota, Wisconsin, Illinois, Indiana, 
Minnesota and Missouri. This is 
Frank’s old stamping ground, having 
covered this section for many years 
with Rice-O’Neill. York and New England. His many 

During the past few seasons Frank friends in the Middle West will wel- 
has represented Brauer Bros. in New come his return. 














Walk-Over Retailers Get-Together 



















Walk-Over dealers, representative of the entire country, assembled at the LaSalle 

Hotel. in Chicago early this month for the company’s annual and the Re- 

corder photographer snapped a few of them during the height of festivities. From left 

to right, front row: Thomas A Racine, Wis.; _ Nobis, Duluth, Minn.; M. 

T. Cohrs, pec Mrs. A. kak Bott, Dubuque, Iowa; J. Leonard Johnson, Chi- 

cago. Rear row: C. C. Hale, Youngstown, Ohio; Armand S. Weil, Savannah, Ga., and 
Al Jraacs, Chicago. 
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THAT BUILDS AND 
HOLDS BUSINESS 


Here is a line that retails at the popular prices the great 
mass of men like to pay for their shoes. Nu-Matic Shoes 
are flexible, 100% nailless, correctly cushion the foot, 
and the Arch-Brace properly supports a weak arch and 
comforts the normal foot. Loyal repeat customers are a 
natural result. 

Catalog of men's and women's scientific patented Nu- 
Matics sent on request. Beware of imitations. 


SALESMEN: CHOICE TERRITORIES OPEN. 


Exelusively manufactured by Rohn Nu-Matie Shoe Mfg. 
512 W. Florida St., Milwaukee, Wis. 


Company, 


THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for authen- 
tic shoe styles. The showrooms of the 
shoe industry's leading manufacturers 
+ « « Conveniently assembled under one 

oof . .. offer you a splendid oppor 








Note the name on the arch-brace. 
visible to your customer’s eye; 
therefore, a helpful selling feature. 


tunity fo look before you buy. 


528 BROADWAY 3 ST. 


OS. eee | Mer. 











NEW YORK 





Rol Hh Matic 


mere | : 


CUSHIONED SHOES 





Putney Shoe Co. Elects 
Directors 


RICHMOND, VA.—Election of H. H. 
Augustine and Wilson M. Brown to 
the board of directors of the Stephen 
Putney Shoe Company was announced, 
following the annual _ stockholders’ 
meeting. 

The firm, which was established in 
1817 by Samuel. Putney, will celebrate 
its 120th anniversary this year. 

Other directors of the corporation 
reelected are: A. P. Cone, R. W. 
Williams, P. W. Brandit, H. L. Thread- 
craft, A. H. Felthaus, C. A. Bain, 
H. C. Martin, E. E. Wilson and Palmer 
Leigh. 

Officers reelected are: A. P. Cone, 
president; R. W. Williams and P. W. 
Brandit, vice-presidents; H. L. Thread- 
craft, secretary, and A. H. Felthaus, 
treasurer. 


Tanners’ Council Announce 
Spring Meeting Dates 

The board of directors of the Tan- 
ners’ Council has selected the Green- 
brier, White Sulphur Springs, W. Va., 
as the place for its Spring meeting. 
Monday and Tuesday, May 3 and 4, are 
the dates chosen. 

An announcement as to the type of 
program will be made at a later date 
by the Tanners’ Council. 


Completes 42 Years “On the 
Road”’ 


Kansas City, Mo.—James Duval, 
veteran shoe traveler in the Middle 


JAMES DUVAL 


West territory, has recently celebrated 
the completion of 42 years of con- 
tinuous work on the road. 


Mr. Duval states that he finds a 
real pleasure in calling on his cus- 
tomers, among whom he has made 
many-friends. He is now representing 
the Kirkendall Boot Company, the 
Huntington Shoe Corp. and Gerberich- 
Payne Shoe Company in his territory 
and looks forward to many more years 
on the road in the work he likes so 
well. 

We take this opportunity of con- 
gratulating Mr. Duval on his many 
years of shoe selling and wish him 
many more years of success in his 
work. 


N. E. Swift With Albany 
Shoe Co. 


ALBANY, N. Y.—Newton E. Swift, 
formerly traveling for Morse & 
Rogers, has been appointed sales rep- 
resentative for the Albany Shoe Com- 
pany. Mr. Swift will cover his old 
territory in New England with his 
new line and will make his headquar- 
ters at Springfield, Mass. 


Kalisky Vacations on Coast 


CuicaGo, ILtt.—Joe Kalisky, presi- 
dent of the Chicago Shoe Travelers 
Association, left for Los Angeles Mon- 
day evening, January 18, where he 
will spend two or three months vaca- 
tioning in the sunny California clime. 
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A. G. White Elected 
Brown Shoe Director 


St. Louis—A. G. White, advertising 
manager of the Brown Shoe Company, 


Saint Louis, was elected a member of ° 





A. G. WHITE 
Brown Shoe Company, Director 


the Board of Directors of the company 
January 22nd. Mr. White has been 
with Brown Shoe Company for the past 
22 years. His work in handling the 
advertising has brought him into fre- 
quent contact with thousands of mer- 
chants among whom he has built a host 
of lasting friendships. 


Langston on Trip South 


New Yorx—Executive Vice-Presi- 
dent L. E. Langston, of the National 
Shoe Retailers’ Association, left Jan. 
2 for Dallas, Tex., to attend the con- 
vention of the Texas Shoe Retailers’ 
Association. On his return trip he 
plans tc meet with shoe retailers in the 
following cities: 

Monday, Feb. 1, Houston, Tex., where 
President L. F. Tuffly has called a 
meeting of shoe men. Tuesday, Feb. 2, 
New Orleans; Albert Wachenheim, 
state chairman, has arranged a lunch- 
eon meeting. Wednesday, Feb. 3, Mo- 
bile, Ala.; John Damrich, Jr., will pre- 
side at meeting. Thursday, Feb. 4, 
Atlanta, Ga.; State Chairman O. T. 
Brewer has arranged for meeting. Fri- 
day, Feb. 5, Norfolk, Va.; State Chair- 
man David S. Hirschler has arranged 
for meeting with shoe men of Norfolk, 
Portsmouth and Suffolk, Va. 

This is a good-will tour on the part 
of Mr. Langston, who plans to acquaint 
the shoe men at these informal meet- 
ings with the work of N.S.R.A. and 
learn from them what sort of services 
are of interest to them. 


Julian & Kokenge to Repeat 
on “Unlaced Test” 


CoLumBus, OHIO — The Julian & 
Kokenge Company, capitalizing on the 
success of the “unlaced test” used in 
their recent advertising, will re-empha- 
size the test in its Spring magazine 
advertising for their Foot Saver shoe 
line, and in dealer cooperative news- 
paper copy in 500 cities. © 
Women will be invited to try on a 
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They Picked the Winner 





Leo Levy, display manager for Wolock & Bauer, Chicago; Robert O. Johnson, presi- 

dent of the Chicago Display Club, display director of the Commonwealth Edison 

Company and regional director of the International Association of Display Men; Sam 

Pisir, display manager for O’Connor & Goldberg, Chicago. These three men served as 

judges for the window display — in cen with the National Shoe Fair 
is mont 





pair of the shoes through the advertis- 
ing, and to notice how comfortable the 
shoes are at the toes, yet how they 
cling to the heels, even when unlaced. 

These features are made possible by 
the patented “Shortback” last, intro- 
duced four years ago. Use of the last 
has stimulated sales of this line far 
beyond the increases attained by the 
shoe industry in general, the company 
asserts. 

V. V. McBryde, of McBryde’s Boot 
Shop, Detroit, originated the “unlaced 
test” a year ago, H. Derk, advertising 
manager of the Julian & Kokenge 
Company, pointed out. 

Foot Saver shoes will be advertised 
in several leading periodicals through- 
out the country this Spring as well 
as in several leading business papers. 





Milwaukee Business Activity 
Shows Gain 


MILWAUKEE, Wis. — Culminating a 
steady climb with a last quarter spurt, 
business activity in Milwaukee for 1936 
showed considerable improvement, ac- 
cording to annual statistics compiled 
by the research bureau of the Mil- 
waukee Association of Commerce. 

Though factory employment for the 
first 11 months of 1936 was 98.9 per 
cent of the 1925-27 average, last quar- 
ter gains brought the November em- 
ployment up to the pre-depression 
peak. For the first 11 months of 
1936, factory payrolls averaged 90.6 
per cent of the 1925-27 average, but 
the Fall industrial spurt brought the 
percentage up to 103.6 by November. 

Retail sales gains were slight during 
the early part of the year, but the 
heavy Fall and holiday business com- 


bined with record employee bonuses, 
wage increases and special dividends, 
brought fourth-quarter volume almost 
up to the 1929 high. 

For the year, department store sales 
were 15 per cent greater than 1935, 
and total retail sales for the city, as 
measured by reports of the credit bu- 
reau of the Association of Commerce, 
were almost 17 per cent greater. 

Increased sales of furniture and fur- 
nishings, electrical appliances and 
clothing were particularly gratifying. 
The trend was definitely toward more 
higher prices and quality merchandise. 


J. L. Bevins Named Manager 


St. Perrersspurc, FLa., Jan. 24— 
James L. Bevins, shoe specialist, for- 
merly of Chattanooga, Tenn., has been 
appointed manager at the local Publix 
shoe store, it was announced by Wal- 
ter W. Liddy, proprietor, after his 
return from Chicago, where he at- 
tended the national convention of the 
shoe manufacturers. 

Earl Okerstrom, former manager of 
Publix shoe store, has been advanced 
to manager of the new X-Ray shoe 
store, also owned by Liddy. 

Mr. Bevins has moved here to be- 
come a permanent resident and is well 
qualified by training and experience 
for his new position. He has just com- 
pleted the supervision of the store 
improvements, interior alterations, and 
the addition of modern chrome seats 
to improve the facilities and enhance 
the beauty of the store. 

The store will feature nationally 
known footwear for all members of 
the family, at popular prices. 
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The backbone of shoe profits is 
sales to the constant multitude of 
calls for Glazed Kid — calls from 
people who'll take no substitute for 


Kid’s all-purpose economy and real 
foot comfort. Shoes of SURPASS 
KID also have the style value of 
inherent quality, of a beauty that 
comes from a firm bodied, pliable 
leather with a tight, even grain. 


When writing advertisers please mention Boot and Shoe Recorder 
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FOUNDATION 
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FOR SECURE ANCHORAGE 


Strength and rigidity in shank construction and in wood heel 
attaching are as important to good shoemaking as a proper 
foundation and secure anchorage are to the building of bridges. 







Based upon sound principles, Unishank and permanent 6/6 
Wood Heel Screw combine to promote security in the finished shoe. 







These thoroughly tested methods add strength, durability, and 
comfort to the shoe throughout its life. 











G/T 
UNISHANK 
INSOLE 









Opie? SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Obituary 
John R. Grigg 


CHEROKEE, IowaA—John R. Grigg, 
shoe man, writer and poet, died sud- 
denly Wednesday evening, January 20, 
at his home here. 

Mr. Grigg was associated with the 
shoe trade all -his life. He was con- 
nected with the retail shoe trade in 
Iowa about fifteen years ago. He later 
went to Milwaukee, Wis., where he 
operated three stores selling Enna- 
Jettick shoes under his own firm name. 
He was later associated with S. J. 
Brouwer Shoe Company, of Milwau- 
kee, remaining with them up till last 
May. 

Mr. Grigg was actively interested 
in the proper fitting of children’s feet 
and several of his articles on this 
subject were published in Boot AND 
SHOE RECORDER. 

A poet as well as a writer and shoe 
man, Mr. Grigg composed several 
poems pertaining to the shoe business 
of which his “Parade of Limping 
Feet” caused much comment at the 
time of its publication. 


Howard D. Lotspiech 


CuIcaGgo, ItL.—Howard D. Lotspiech, 
well known throughout the Central 
West, one of the trade’s most beloved 
salesmen, died at Macomb, Illinois, 
January 18, after a prolonged illness 
caused by a paralytic stroke. Howard 
was traveling the Central West for 
Curtis, Stephens, Embry Co., of Read- 
ing, Pa. 

He is survived by his widow, a son, 
Howard G. Lotspiech, who lives in 
Los Angeles; a daughter, Mrs. Louise 
Pierce, who lives in Longbeach, Cali- 
fornia; a sister, Mrs. B. Frank Brown, 














Shoe Manufacturers 


W ho are contemplating the erection of new plants 


General contractor will arrange the necessary financing 
for and construct new plants or build substantial addi- 
tions to existing ones for responsible owners. 


Address F.215, Cure Boot & Shoe Recorder, 209 So. State St, Chicago 





























of Chicago; and a grandson, John 
Lotspiech. Interment was at Macomb, 
January 20. 


John R. Hodge 


John R. Hodge, 55, died January 8, 
after a short illness. Mr. Hodge was 
formerly manager for the Walk-Over 
Shoe Stores in Detroit. He had been 
associated with the Hall-Dodds Co. for 
the past three years. 

He is survived by his widow and four 
children. 


Arthur J. Calbeck 


Caro, Micu.—Arthur J. Calbeck, 64, 
for 25 years leading shoe dealer here, 
died recently at the University Hos- 
pital in Ann Arbor. A Canadian by 
birth, Mr. Calbeck had lived here for 
more than 50 years. 


H. S. Buttermore 


ALLIANCE, OHIO—H. S. Buttermore, 
51, operator of the Quality Boot Shop 
here for 17 years died recently at City 
Hospital after a week’s illness of pneu- 


monia. A native of Massillon he came 
here 32 years ago and was manager 
of the shoe departments of the Spring 
& Holzwarth Co. department store for 
15 years. His widow, a son and two 
daughters survive. Funeral services 
and burial were locally. 





Auto Strike Hits Shoe 


Business 


DETROIT, MIcH.—Shoe business in 
Michigan is being seriously hit by the 
automotive strikes, a general survey 
indicated this week. Wholesale repre- 
sentatives contacting Flint shoemen re- 
port a practically complete cessation of 
buying in that city. With this mood 
spreading as the strike continues, busi- 
ness is beginning to be adversely af- 
fected in Detroit as well, while buyers 
are watching developments closely. 

Recent buying at the National Shoe 
Fair was generally good, but post-Fair 
business took a sharp drop. Consumers 
are beginning what looks like a buying 
strike, saving money until the strike is 
settled. Actual unemployment affects 
workers in many lines dependent on 
auto plants. 





Salesmen Celebrate Record Increase in Business 


Chicago, I11—In celebration of the largest annual increase in the history of Beacon Falls Rubber Footwear, the com- 
pany gathered together for the first time in many years the entire sales force for a three days convention at the Sherman 


Hotel in Chicago. 


Enthusiasm ran high as the 1937 line of Top Notch rubber footwear and store promotional plans 


were presented and a new line of high-styled overshoes known as “Rainbeaus” was presented. 


W. F. Cairns, general manager of Beacon Falls Rubber Foot 





, is 


h fifth from the right in the first row. In the 


second row, second from the right, is J. U. Ferris, retail sales manager. Third from the right is C. F. Kadlec, wholesale 
sales manager; fourth from the right is Harry Holding, sales promotion manager, and fifth from the right is E. S. Andrews, 
credit manager. In the third row, second from the right, is F. P. Lundy, merchandise manager. 

The convention opened January 9 and closed January 11. The entertainment high spot was a banquet and amateur show 
on Sunday, January 10, with amateur acts drawn from the Beacon Falls sales organization. 
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WANTED TO PURCHASE 





objection to non-conflicting side Address 
re care Boot & Shoe Recorder, 239 West 
9th Street, New York, N. 





The Best Side Line in the Country 


SANDALS & SLIPPERS 


Established Trade in Kentucky and Tennes- 
see. Also Indiana, Illinois, Wisconsin, Iowa, 
nn eptnmea Nebraska, Arkansas, and Okla- 





HE GEO. N. COHEN CO. 
81 wae St. New York City 











— XPERIENCED salesmen for the following 
territories—well known line of tennis, san- 
dals and rubber footwear: 1. Eastern Seaneuee 
and Alabama. 2. ee and Florida. West 
Virginia. 4. Maryland and District of Dae 
bia. Address F-. 225, care Boot & anes goconder, 
239 West 39th Street, New York, 





QOHIO,. Virginia, capable, experienced men 

residing in these states. eral line— 
— price. Correspondence confidential. A: 
. wartz & Sons, Cor. 4th & Arch, Phila., 
enna. 





POSITION WANTED 





SHOE FACTORY COST ACCOUNTANT 
Desires position—has rare knowledge—will pre- 
gent orem for your approval. Now 7 Can 
by Eastern women’s shoe foaery. 
render invaluable service especially 
company. Available March 1. ‘Address Ra, 
care Boot & Shoe as ale 239 West 39th 
Street, New York, N 





MAN 30 years old, 12 years’ experience in 
retail and wholesale shoe business, ont 
now employed in the shoe industry, seeks posi- 
tion as buyer or assistant of rtment store 
shoe department or shoe store. ddress F-224, 
care Boot & Shoe = Ane 239 West 39th 
Street, New York, N. 





FOR LEASE 


SHOE Department to lease in Southern 

cialty store. Best store 

volume selling onl better merchandise, ample 

space availab i tioned store. 
dress F-226, care Boot & ag — 

239 West 39th Street, New York, N. 








SAF & comeneston in exclusive Boys’ 
rls’ store located in heart of Pasa- 


Exe al opportuni LB. build wen ser 
business = on 

changed. 5S East Colorado” Street, Pasad Feiadene, 
Cali on ig 





WANTED—Fluoroscopic Shoe X-Ray; also 
Lin-O-scribe lettering outfit. ‘Also late 
model Addressograph Electric. Describe con- 
dition and quote price. ae a Address P. O. 
Box 1131, ilmington, N. 





LINE WANTED 


SALESMAN with established trade, now sell- 
ing children’s line, would like side line of 
pre-welts, turns or rice stitchdowns. 
Address F-227, care poe Shoe Recorder, 
239 West 39th Street, New York, N. Y. 











BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can es to. No — 
tal required or goods t Y; no agency 
or soliciting. Betabliched” 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Bos’ Mass. 











WANTED TO PURCHASE 








Pe. BUY 
Entire or Wholesale and Retail 
Stocks. p Phin. ee Shoes such as 
Walk-Over, m, Lemay a Vital- 
ity, Arch Preserver, Lag ny lity, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
Bays lh RUBIN 


of Jobs” 
898 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


w in an of 
at? St buy surplus or — shoes 


QUANTITY NO “quae? 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








INTERCHANGEABLE Metal Figures 
Yo” high. For Pricing Merchandise. 
Used by Leading Shoe Stores 


SET: $8.50 for satin finish (dull) 
$10.50 for chromium finish (bright) 


comenerne? encousss co. 
4 West 23rd St. York, N. Y. 

















A profitable item that will find a ready ac- 
cuptance! The only one its kind on the 
market On 


° per 
and see how easy they sell. 
tector Co., 780 Poplar Ave., Memphis, Tenn. 
SALESMEN: This is an easy-to- 
carry, fast - sellin 
6 side - line. Write us 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 








Telephone WORTH 2-5180, 518! 











Bunn to Be Dayton Shoe 
Club Speaker 


DAYTON, OHIO — George Bunn of 
Salem, Ohio, vice-president of the Na- 
tional Shoe Retailers Association, will 
be the speaker at the meeting of the 
Dayton Shoe Club to be held February 
15 in the Hotel Gibbons. All retail 
shoe dealers in the Miami Valley, as 
well as traveling men who may be in 
the territory at the time, are invited 
to hear Mr. Bunn, according to M. L. 
Briggs, president of the club. It is ex- 
pected this will be one of the best at- 
tended sessions of the club in recent 
months. 





The rate for “Posi 


ii! 


box 
address should be counted. 





ition 
charge, 75 cents. For all other classified 


CLASSIFIED ADVERTISING RATES 


and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
advertisements the rate is 7 cents per word. Minimum 
is desired twelve words should be added for the address. In all other cases each 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
GF” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@pg 


a eo 
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Chain Store Efficiency 

records are made available 

to independent retailers in the 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 


) Recorder’s Stock Record System 
) 
) 209 So. State St., Chicago, Ill. 





1937 
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Color Cues from Ready-to-Wear 


[CONTINUED FROM PAGE 17] 


jater on. Beige is being bought, in 
general, more heavily than gray. Miss 
Ada Kay Price, of Kirby, Block & Co., 
points out that two neutrals are rarely 
equally successful in the same season. 
Gray, in her opinion, is a carry-over 
fashion; beige, the new note to be 
emphasized. 

Following gray, comes the whole 
range‘ of lighter blues: clear Copen 
blues, grayed slate blues and bright 
Coronation blues; also a few in the 
agua or peacock cast. While Marine 
blue, gray and black will, undoubtedly, 
be the volume shoe colors, for all these 
lighter blues, there is also a place for 
slate and Coronation blue shoes. 

Brown is this far down the list as 
you see. An “Orinocco” brown for 
which Marrona or Cinnamon shoes are 
indicated, has been bought to a very 
limited degree. Numerous spicy tans in 
the picture are more important in the 
casual and sports clothes than in this 
town group. 

A family of rose shades, with a dulled 
down mauve cast, will be featured as a 
promotional color by many stores. Miss 
Jeanne Lombard, of Cavendish Trad- 
ing, is one of the stylists who believes 
that this color family will create con- 
siderable interest. 

Variously known as “Thistle,” “Rose- 
Quartz” and “Wineberry”, this range 
will be frequently accented with navy, 
sometimes with black in trimmings, 
indicating shoes of these colors. It is 
also very new, with shoes in “Car- 
nelian,” the new light wine described 
in the advertisement we have illus- 
trated. 

In casual and country coats and 
suits, the order of precedence changes 
and other novelty shades are added. 

Beige takes first place in informal 
suits and coats. Gray is also more im- 
portant in this group than in dressier 
clothes. The lighter blues are next on 
the list, with some buyers, second to 
beige with others. (Note that our Cali- 
fornia report in this issue places blue 
even ahead of beige for sports wear.) 





All the tawny “Zinnia” colorings 
from gold through bright tan and into 
an orangy rust known as “Chinese 
Coral” are all significant. The mauve 
rose shades score here again as an out- 
standing novelty. Navy and black are 
high style and limited in the sports 
group, just the opposite of their posi- 
tion in street clothes. Greens are in- 
cluded, a few of them, with the accent 
on the mossy, yellow greens, and with 
an occasional bright Kelly green. 

These costume color selections for 
casual town and sports clothes should 
have the following influence on shoes: 

Strength in Spanish tan and in a 
more limited way, Chaudron, Terra 
Cotta shades to wear with beige and 
the Zinnia family. Possibilities for 
beige spectator types, tan trimmed; de- 
mand for both navy and gray shoes to 
wear with the blues and for gray to 
wear with gray; promotional possibili- 
ties for wine in tailored shoes for the 
rose family; high style possibilities in 
the black tailored shoe as an accent. 

From the shoe angle, colors for 
dresses are, of course, much less im- 
portant than coat and suit colors. They 
parallel the leading colors in woolens, 
with the addition of a number of in- 
dividual pastel shades. In_ prints, 
bright, multi-color patterns are indi- 
cated for volume; monotone patterns 
such as black and white, navy and 
white or black and beige for high style 
promotion in Easter ensembles. 





Members of Trade Exposition 


JOHNSON City, N. Y.—Charles F. 
Johnson, Jr., vice-president and general 
manager of the Endicott-Johnson Corp., 
and H. Edward Chrisfield, director of 
the company and general superinten- 
dent in charge of the Johnson City 
plants, have been appointed members 
of a committee in charge of the second 
annual industrial and trade exposition 
to be held in this city the latter part of 
February. 











VAMP RAISER and LENGTHENER 


Should be In every shoe store. Potions and permanently 
corrects tight- ane some. Raises hy es to 
pS teel, t?-r satea Mate is by shoe fi _—* 

stee eke pla or sale shoe findin 
lobbers and wholesale shoe houses everywhere, or cond 
your order direct to us. 


$5.00 COMPLETE 


NU-WAY SHOE STRETCHER co. 
4367 Duncan Ave. St. Louls 


we 2 aes 








Anticipates Largest 
Spring Season 


HARRISBURG, PA.—The biggest Spring 
season experienced by the shoe busi- 
ness in the past five years is antici- 
pated by Ernest F. Barbush, manager 
of the shoe department of the William 
B. Schleisner Store, 22 North Third 
Street. 

“Already we are finding it a trifle 
hard to keep well stocked,” Mr. Bar- 
bush pointed out. “While January is 
usually a very dull month, we are 
finding it extremely good this year. 
In fact, Saturday, January 9, was the 
biggest Saturday’s business we have 
had in the past year. 

“Another thing that makes me feel 
that shoemen are going to see a large 
Spring business,” Mr. Barbush ex- 
plained, “is because we are already 
beginning to sell whites to those plan- 
ning vacations in warmer climates. An 
early Easter this year is also an as- 
surance that we are to have a satis- 
factory Spring season.” 
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Flood Disaster Hits 
Shoe Centers 
[CONTINUED FROM PAGE 39] 


Streets in Sharpsburg, McKees Rocks 
and Etna neighborhoods were covered 
with two feet of water. Snow, followed 
by cold, checked the rising rivers. The 
shoe retailers in the affected areas had 
pumping systems on hand to throw 
out all water from their cellars just as 
soon as it was humanly possible to do 
so. The few stores in the outlying 
districts that have had between a foot 
and two feet of water have been given 
a thorough cleaning just as soon as the 
rivers receded. 

Damage in the downtown area, as 
far as the retail shoe business is con- 
cerned, was almost negligible. In the 
neighboring towns, it is estimated that 
the January flood will cost shoe retail- 
ers around $5,000, due to the expense 
involved in rehabilitating the damaged 
stores. 





Stix-Altman-Weiner, Inc., 
Operating Plant 


Boor AND SHOE RECORDER is in re- 
ceipt of the following telegram from 
Stix-Altman-Weiner, Inc., of Cincin- 
nati, Ohio: 

“Since we make our own power, fac- 
tory partially in operation and sure we 
can operate full next week. 

“River receding slightly from eighty 
foot crest. City power, water and light 
shut off. 

“No stores open except food and drug 
stores. 

“Confident of our ability to serve 
our friends.” 





U. S. Shoe Corp. Plants 


Escape Damage 

Word was received from the United 
States Shoe Corporation by wire as fol- 
lows: 

“We are very fortunate that neither 
of our plants have been hurt in any 
way. 

“Due to lack of power, light, heat 
and water, all operations in all indus- 
tries have been stopped. 

“We hope, however, to resume opera- 
tions within the week and deliveries 
on most shoes will be made on time. 

“We will probably be late on a few 
shoes and we know our loyal friends 
will cooperate with us to the extreme 
limit during this catastrophe.” 





Floods Cause Upswing in 
Rubber Footwear Sales 


NauGatuck, CONN.—Snow in the 
Far West and floods in the Central 
States have caused a sharp upturn in 
the demand for rubber footwear made 
here by the U. S. Rubber Products, 
Inc. Previously the mild Winter 
weather in the Northeast: had threat- 
ened a serious slump in salés volume. 
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# Buying Guid 


BOOTS AND SHOES 


BEACON FALLS RUBBER FOOTWEAR, Beacon Falls, Conn.............. 
BROOKS SHOE MFG. CO., Philadelphia, Pa............. 2... cece ee eee eee 42 
BROWN SHOE COMPANY, St. Louis, Mo..............6 00. eee eee ee cis Salevia sep oe 26 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............... 0.0000 cc cee eee 42 
COLTRI IVR Coats Maw York: City ciel Ome innit ine tin Oe ee 
COONGLL. J. 0. SIOE CO., S. Braintree, Mass... .. cee ccc ececct ese tas 
4 

44 

7 

8 


...... Front Cover 


CPSU TIED, CYDCHOUNG, VO... oc icc sce. ces kie Sens dive pie bin dive eine ae 
ns a i e-em tian REY oe So. cae kk. Os WAR Gee WB ob eae 
ENDICOTT-JOHNSON CORP., Endicott, N. Y..........5.6. 000 eh ee vie 6, 
PN TRE iG Noo 0s BS ae cle ee eieen fib 


JUVE SPHIOE GepRe es St. Louis, Mo... oo i i kc eke goin cet conse ST 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............0. 0... ce cee eee eeee 42 
MUSEBECK SHOE COMPANY, Danville, Ill..... 2.0.0.0. ccc eee ee eee 5 
Pieea wane at we. Gree: 476., SI. Louis, Mo... aa. 34, 35 
ROHN SHOE MFG. CO., Milwaukee, Wis.............. 00. cece cece eee eee eee 45 
SARS, Mi. J. SHOE. COMP, New York. City... oii. i i 32 
RE a UOTE 20's Speed ics Agere kiting 5 os CR Kid Ge desde ceteavngs 25 
LEATHER AND OTHER MATERIALS 
ENGLAND WALTON GO., Boston, Mass... occ oo crete eel ee etees 40 
GOODRICH, B. F., COMPANY, Akron, O.......00 00000 e ec cee eee ee eens Back Cover 
GOODYEAR TIRE & RUBBER CO., Akron, O.... 20000000 ccc cece eee eee 23 
Se is BO rs hw Fark Ge. 0S OI UP Si ee 
PANTHIER-PANCO GO), Chelsea, Mas8. 6 oe cee ener en sneewases 36 
coe os Be Ba a oY a ere mane ae crear ae ee ee ee 41 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis...........................2nd Cover 
SURPASS CEATIIER GO. Philedelohia, Pa... 5... citi c ees cece wee cnseceenes 41, 47 
ZIEGEL EISMAN.& CO., Boston; Mast. oo... bic od iia tein ce Fave calbsines 4i 
STORE EQUIPMENT AND ACCESSORIES 
COMBINATION PRODUCTS CO., New York City........... 00. cece cece eee .. 50 
NU-WAY SHOE STRETCHER CO., St. Louis, Mo..........6.. 20.06 c cece eee eee 51 
REMEY HEEL PROTECTOR CO., Memphis, Tenn..............0.000.00 0. cc eee cee 50 
ee I i er oa Sead i Colew ic bale fda Sa twas ceaa a Re 43 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass... .. 0.2.0.0... 000 c ce eee eee eeees I 
STERLING LAST CO. New York City.......660000.5 0. a a 3rd Cover 
UNITED FAST COLOR EYELET CO., Boston, Mass..............0. 0:0 ccc eee eeeees 38 
UNTED SHOE MACHINERY CORP., Boston, Mass.........................-10, 31, 48 
~ MISCELLANEOUS 
SARIS SHOE COMPANY, New: York: City: ©. 5 isohunt ic oe 50 
Pore Ite GMIONGI,. Whi) oo oa ccc coo cok pawn bebe a taee ces pes 
Ne I SUN Oe A i oie a wun cao cep wk 510 Ab MAMAN nia BO 0 an 50 
KIRSCH-BLACHER CO., INC., New York City........5.. 00.0. cee cece eee neces 50 
MARBRIDGE BUILDING, New York City............ 00. e cece e eee ee ee oe 45 
STEPHENSON LABORATORY, Boston, Mass..............-0 0c cece sees ce cee eee eees 50 
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White Reverse Calf 
Unlined Punched Oxford 
8Y, to 12, A, B, C & D.$2.40 
12%, to 3, A,B,C &D. 2.80 
3% tog, AAA toC.... 3.55 


KEEP GOOD FEET HEALTHY 


You know how the Girls in their ’teens always want something 
smart in footwear, comfortable and of long service. Well, here 
is the coming season’s volume number. A smart conservative 
design embracing all the outstanding Kali-sten-iks Features: 
Bulb shape seamless back—Seamless tongue and vamp—Three- 
point suspension. In addition, a soft, pure white reverse calf 
upper, punched to produce cool comfort. Advance orders have 
already predicted the popularity of Style No. 3486, and it will 
lead your profit parade thru the “White Season!” If you would 
like to know more about “Kali-sten-iks,” which as a line is a 
Capital Asset for the store catering to the best class of cus- 
tomers, feel free to write us. 


The Gilbert Shoe Co. THIENSVILLE, WISCONSIN 


New York: 541 Marbridge Bldg. Los Angeles: Hayward Hotel 














Vol. CX No. 23, BOOT AND SHOE RECORDER, published every Saturday Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered id cl 
matter November 23, 1982, at the Post Office in Philadelphia ‘et of March &, 1879. Bubseription price $3.00’ per year Printed in U.S. 4 
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Style 2496, White Buck and 


Grey Elk. Suggested 
retail price, $5. 
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THE tremendous demand for Douglas 
Shoes, continuing year by year, is easily 
explained. It’s due to five definite factors: 


@ One factor is Repuration. . . . For 60 years the 
Douglas trade-mark has enjoyed the greatest 
acceptance in the industry. 


@ Another is Att-LeatHer Construction. ... Today. 
as always, Douglas stands firm on the All-Leather 
Standard. No substitutions! 

© Another is Sryte. ... Douglas always offers an 
exceptionally fine, complete assortment of the best 
and newest styles. . 








®@ Another is Paice. ... The Douglas range of pop- 
ular prices—$4, $5 and $6.50—keeps these quality 
shoes within reach of almost every pocketbook. 

© Another is Apventisinc. . . . Six decades of 
continuous, powerful advertising in magazines 
and newspapers has created enormous Douglas 
prestige. 

These five factors built up the present 
demand for America’s best-known shoes. 
These factors are still at work . . . produc- 
ing greater turnover and profit for Douglas 
Dealers everywhere! . 


Write for our Spring and Summer Catalog 


W. L. DOUGLAS SHOES 


299 Broadway, New York BROCKTON, MASS. Broadway Arcade Bldg., Los Angeles 





When writing advertisers please mention Boot and Shoe Recorder 
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PAULDING' 
Counters 


“Made in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS $0 MUCH ...AND COSTS $O LITTLE 
‘ When writing advertisers please mention Boot and Shoe Recorder 
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9040—White Buck Bal, Oak Sole, 
Leather Heel, Goodyear Welt. Sizes 
6/11, Width B, C, D. 2.02!/. 


9041—White Buck Bal, Cord Vamp, 
Oak Sole, 9/8 Leather Heel, Good- 
year Welt. Sizes 6/11, Widths B, C, 
D. 2.02. 
Peat 9042—White Buck Bal, Oak Sole, 9/8 


\ Leather Heel, Goodyear Welt. Sizes 
6/11, Widths 8, C, D. 2.0214. 


9045—White Buck Bal, Oak Sole, Rub- 
ber Heel, Goodyear Welt. Sizes 6/11, 
7 Wide. 2.02!/5. 


9049—Same in Widths C, D. 


9057—White Buck Bal, Two Row Cord 
Vamp, Oak Sole, 9/8 Leather Heel, 
Goodyear Welt. Sizes 6/11, Widths 
B, C, D. 2.0215. 


9058—White Buck Bal, Tan Wing Tip 
and Foxing, Oak Sole, 9/8 Leather 
Heel, Goodyear Welt. Sizes 6/11, 
Width D. 2.02'/>. 





i 
ENDICOTT - JOHNSON |¢ 


BOOT AND SHOE RECORDER, February 6, 1937 


ALL MEN NEED AND 
DEMAND WHITE SHOES! 


Presenting, the all purpose Endicott Johnson white 
shoes for warm weather wear. The line that is always 
in great demand—the line that is always a best seller! 


White shoes are now worn at least five months during 
the year for either business or leisure hours. White shoes 
are the correct footwear for all light-weight summer 
clothing and this Endicott Johnson line enables you to 
fit and please every man that comes into your store 
whether he is conservative or sporty in his tastes. 


Quick turnover and satisfying profits are sure to result 
from these popular white shoes. Order them now and 
be ready to meet the demand! Our In Stock service 


will enable you to keep your stock in excellent condition. THERES AN 
ENDICOTT - JOHNSON 


IN STOCK { Pron AL / 


Q 


ENDICOTT, N.Y kewiork cry 
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9040—White Buck Bal, Oak Sole, 
Leather Heel, Goodyear Welt. Sizes 
6/11, Width B, C, D. 2.021/. 


9041—Wrute Buck Bal, Cord Vamp, 
Oak Sole, 9/8 Leather Heel, Good- 
year Welt. Sizes 6/11, Widths B, C, 
D. 2.02'/>. 


Ys. 9042—White Buck Bal, Oak Sole, 9/8 
\ Leather Heel, Goodyear Welt. Sizes 
6/11, Widths B, C, D. 2.021. 


9045—White Buck Bal, Oak Sole, Rub- 
ber Heel, Goodyear Welt. Sizes 6/11, 
7 Wide. 2.02!/. 


9049—Same in Widths C, D. 


9057—White Buck Bal, Two Row Cord 
Vamp, Oak Sole, 9/8 Leather Heel, 
Goodyear Welt. Sizes 6/11, Widths 
B, C, D. 2.02!/. 


9058—White Buck Bal, Tan Wing Tip 
and Foxing, Oak Sole, 9/8 Leather 
Heel, Goodyear Welt. Sizes 6/11, 
Width D. 2.02!/. 


Ms 
ENDICOTT - JOHNSON 
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ALL MEN NEED AND 
DEMAND WHITE SHOES! 


Presenting, the all purpose Endicott Johnson white 
shoes for warm weather wear. The line that is always 
in great demand—the line that is always a best seller! 


White shoes are now worn at least five months during 
the year for either business or leisure hours. White shoes 
are the correct footwear for all light-weight summer 
clothing and this Endicott Johnson line enables you to 
fit and please every man that comes into your store 
whether he is conservative or sporty in his tastes. 


Quick turnover and satisfying profits are sure to result 
from these popular white shoes. Order them now and 
be ready to meet the demand! Our In Stock service 


will enable you to keep your stock in excellent condition. THERE'S AN 
ENOICOTT- JOHNSON 


IN STOCK (Product 


AKRACDIC 
in@| 


ENDICOTT, NY xewionk cn¥ 


oa 
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yet 
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with gan & 
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Colonial Patent is the answer to a mother’s dream. Her child can be smartly 
dressed with gleaming shoes to match any costume. Her child can have clean, 
sparkling shoes that will stay that way without much attention on her part. 
A swish with a damp cloth will erase all signs of playground activity. And her 
child’s shoes will resist scuffing and wear longer—when they are made with 
Colonial Patent. Mothers with a practical mind and with a love of fine things 

"will appreciate the use of a really proved patent in their children’s shoes. Go 
Colonial and go ahead. 


COLONIAL TANNIN 


When writing advertisers please mention Boot and Shoe Recorder 
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COMPANY BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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THE 


A SETTING OF EVANS KID 
ACCENTS THE LUXURY OF 


= Ly Lorraine 





Ruby Black Kid — the perfect setting for the superior styling of Selby’s Lorraine. 
That’s the universal story of Evans Kid. It’s the perfect setting for any styling. 
Evans Kid Leathers — suede (Evanette), dull-toned Dawn, and many hued, 
glazed kids — are perfect settings for many reasons. Their colors are 
authentic style leaders. They are unsurpassed in workability. And, what 
is more important for fine shoes, Evans Leathers are tanned from only 
the finest kidskin. This ensures uniform quality for making a perfect 


setting for any shoe. John R. Evans & Company, Camden, New Jersey. 


Cans hid 


KID WITH A DEFINITE SALES INFLUENCE 













~ 
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A NEW JUSTIN 









No. 205 


Combination 
white pig and 
Mexican alliga- 
tor: $3.85, 5 per 
cent discount. 


EASY WALKERS 
Thatll Round-up Sales 


Yip-ee . . . now’s the time to start the Roundup on Spring and Summer shoes. Here's a real 
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number that's just one of the many new Justin styles for Spring-Summer. There‘s not a 







“maverick” in the herd ... everyone is “branded” and a sure seller. Say, “pardner,” why 






not throw your loop over a few of these classy Justin’s and watch ‘em go to town? We got 






a new Spring and Summer Catalog ready now ... just write us down Texas way. We been 


making real good footwear for all of 58 years. H. J. JUSTIN & SONS, INC., Ft. Worth, Texas. 


When writing advertisers please mention Boot and Shoe Recorder 











